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A knife that bites! 


The Remington Standard American Dollar 
Pocket Knife represents a new idea in 
distribution. 


1. A single pocket knife that two years’ careful re- 
search proves to be the one that will meet the needs of 
the largest number. 

2. A knife of the very highest quality and finish, fully 
guaranteed. To be sold at retail for one dollar, al- 
though other knives of similar pattern are seiling for 
one dollar and a half—a quality bargain. 

3. To be sold only through jobbers and retailers, not 
to mail order houses or chain stores. 

4. To be backed up by a large and continuous na- 
tional advertising campaign to consumers. In_ this 
advertising no cut or description of the knife will be 
used. i 

5. Advertising reaching millions of consumers will 
simply read:— 





“Ask your dealer to show you 
The Remington Standard 


| American Dollar Pocket Knife.” 





Remember! No cuts—no descriptions—and the con- 
sumer is not even asked to buy, simply to go and see. 
The idea back of the whole campaign is to send a con- 
sumer interested in the purchase of a pocket knife to 
the retail dealer. 

6. When consumers call, it is up to the retail mer- 
chant to sell one of these Remington dollar knives, or 
some other knife. If a higher priced knife, so much 
the better! We only express the hope, in the interest 
of the industry, that when this consumer calls, you do 
not sell him a showy knife of poor material and work- 
manship. This Remington dollar pocket knife is a 
protest against the large number of pocket knives of 
inferior quality which have flooded the market. 

7. This knife is now advertised in the trade press, 
and jobbers are selling it in order to get the largest 
possible distribution in retail stores before the national 
advertising campaign starts. 


8. In the near future every Remington advertisement, 
full page or half page, or whatever size, in every trade 
journal and in every consumer publication, will carry 
an insert reading :— 


“Ask your dealer to show you 
The Remington Standard 
American Dollar Pocket Knife.” 








: 
| 
| 
| 
i 


This will be the largest campaign in consumer adver- 
tising that has ever been given to one knife in the 
history of the world. 

9. This knife pays the jobber and the retail dealer 
a reasonable profit. It will be sold by Remington at an 
actual loss. This is an experiment to see what effect this 
type of merchandising will have on the sales of pocket 
knives. If this idea is a success, it will no doubt be 
imitated by manufacturers in other lines which will, of 
course, help the jobbers and retail merchants of the 
country. It is a direct effort to see what first class 
standard merchandise sold at an extremely low price, 
backed by national advertising, will do to stimulate 
sales in independent retail stores. 

10. Every retailer is invited to take part in this ex- 
periment by placing an order for a moderate quantity 
of these knives with his jobber. Advertising matter for 
show windows is ready and will be supplied. 

11. Every knife bears the Remington brand and 
trade-mark and on every large blade is etched, “Rem- 
ington Standard Dollar Knife.” 

12. Knives are three-bladed and supplied in one pat- 
tern only, but with the choice of pen or punch blades. 

13. Ask your jobbers’ salesman to show you a sample. 
If your jobber does not sell these knives, write us and 
we will tell you where to get them. Remington Cutlery 
Works, Bridgeport, Conn. 


President 


REMINGTON ARMS COMPANY, Ince. 


Originators of Kleanbore Ammunition 





Remington, 
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EAGLE FLATTING OIL 


comes in these 3 convenient 
SIZES vu 





ONE-QUART CAN ...A convenient size for small jobs. Just about 
enough to flat a 12% pound pail of Eagle White Lead—or fora 
small job of glazing, bronzing or enamel undercoating. 

Equipped with Upressit cap. 


ONE-GALLON CAN ... A convenient quantity to take along on the 
average job—one or more cans, to be opened as needed. The 
Upressit cap is important. Opened in an instant, closed 
airtight again by the simple pressure of the 
thumb after you pour off the quantity 

you want. 


FIVE-GALLON DRUM ...Theself-contained spout of this steel drum, 
which lifts out after Upressit cap is opened, eliminates spilling 

and slopping over, and is quickly appreciated by paint- 

ers familiar only with the ordinary package. 


—with these 
important advanta ges 


1 When used with Eagle White 
Lead, it dries to a beautiful, gloss- 
less flat finish—easily washed. 
For all types of interior paintin 
of walls, ceilings or woodwor 

. for plain flat or eggshell 
finishes, tiffany, mottled, etc. 


2 Does not show brush marks. 


3 Mixed with a little spar varnish it 
makes an excellent bronzing 
liquid either with aluminum or 
bronze powder. 


4 When mixed with any high 
rade varnish, that really dries 
fat, i it makes an excellent glazing 
and blending liquid for tiffany 
effects — because it sets slowly. 


5 Makes a fine undercoating for 
enamel when used with Eagle 
White Lead, Heavy Paste. 


6 Comes in quart and 1-gallon cans 
and 5-gallon drums. All packages 
equipped with easily-opened 
“Upressit” caps. 


THE EAGLE-PICHER LEAD COMPANY 
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PROFITS ARE STEADY 


and sure in the all-year-round sale of 





No. 800 Garage Door Set 





No. 805 Sliding and Swinging Garage Set 





Nos. 812 and 813 Trolley Garage Sets 


Natienal 


Hardware because of its wide popularity with the 
trade. Repeat sales usually follow an initial pur- 
chase—a clear indication that all of the many fine 
features incorporated in this hardware have demon- 
strated their exceptional value. 


This month, and every month, garage hardware is 
demand merchandise. It is salable in all seasons. 


The faultless operation of National Hardware in 
service is steadily building new trade. If you are 
not already a National dealer, write at once for full 


information. 


Your next customer may ask for Set No. 800. 
It is the ideal set for the hinged type of door. A 
weather-tight job is assured with this number. 


No. 805 Garage Door Set is for the swinging and 
sliding type of door. The service door may be 
opened while the other doors remain stationary or 
fold back clear of the opening. 


In the Nos. 812 and 813 Garage Door Sets, the 
hardware is hung on the inside of the building — 
where it is fully protected from the elements. These 
sets include the No. 855 Swivel Trolley Hanger. 





National 





makes hardware to serve every building purpose—a 
complete line. The items below are all big sellers: 


STRAP AND TEE HINGES SASH LIFTS 


NATIONAL 
MANUFACTURING CO. 


SLIDING DOOR HANGERS HALF —— 
SLIDING DOOR RAIL MORTISE B 
MENTAL HINGES 
DOOR LATCHES CUPBOARD TURNS STERLING 
SCREEN HARDWARE SASH LOCKS | L LI N O | S 
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These 3 items sell fast and insure good will 



































Dealers and jobbers say so 
-— and their sales- prove it 


The Cyclone “Red Tag” tells a convincing sales story to the home 
owners who visit your store. It tells them that here are the true and 
genuine Cyclone products that they have used for many years — 
products they can buy with confidence. Dealers and jobbers every- 
where say it pays to sell Cyclone “Red Tag” Products because they 
are easy to sell and insure good will. 


Cyclone “Red Tag” Lawn Fence 


Several new improvements are introduced in Cyclone Lawn Fence 
this year. An extra cable has been added at the bottom—providing 
extra strength where it is most needed. This is an exclusive Cyclone 
feature. 


Cyclone Lawn Fence is now branded by a new method for your pro- 
tection. Metal Red Tags are woven into the fabric at the factory. 
They can be attached in this manner only at the factory. Now, no 
one can capitalize on the prestige of Cyclone Lawn Fence except 
with genuine Cyclone “Red Tag” Lawn Fence. 


An attractive display stand for exhibiting Cyclone Lawn Fence, 
Trellis, and Flower-bed Border is furnished to Cyclone dealers. 


Cyclone “Red Tag” Wire Screen Cloth 
You can show your customers by direct comparison that Cyclone 


“Red Tag” Wire Screen Cloth is superior to any other brand. 
Made of full gauge wire. A smooth, dense coat of zine applied 


by an exclusive process, Even weave throughout every roll, 


Cyclone “Red Tag” Wire Screen Cloth is inade only in Cyclone 
factories, sold only under the Cyclone name and only through 
Cyclone jobbers. If your jobber cannot supply you write for the 


name of the nearest Cyclone jobber. 


Cyclone Catch-All Baskets 


A high-grade rubbish consumer that is a profitable all-year seller. 
Approved as a safe rubbish burner by city officials. Sell it to 
schools, parks and office buildings as well as to home owners. Order 
from your jobber. 











~ CYCLONE FENCE COMPANY 
General Offices: Waukegan, Ill. 
Branch Offices in All Principal Cities 
Pacific Coast Division: STANDARD FENCE COMPANY, Oakland, Calif. 
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Amenican Baipce Company Cagneciz Steer Company Feperar Surpsurtpinc anp Day Docx Company Tue Lorain Stee, Company 

Amenican Sueet AND Tin Prate Company Corumsia Steer Company Itimnors Stee, Company Tennessee Coat, Inon & R. R. Company 
American Steer anp Wire Company Crctons Fence Company * Nationat Tuse Company Universat Atias Cement Company 
Pacific Coast Distributors — Columbia Steel Company, San Francisco, Los Angeles, Portland. Scattic, Honolulu. Esport Distributors — United States Steel Products Company, New York City 
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How to Sell 


Hardware 





BIG! 
COMPLETE! 


NEW! 


The 136 pages are profusely illustrated with 
exact photographic reproductions in full detail, 
and with many combinations of Warren Sectional 
Fixtures. The new Base Ledge Displays of Mer- 
chandise in effective groupings are shown. Every 
hardware dealer can get a true picture of the up- 
to-date store from the new Warren Catalog. AND 
YOU GET YOUR COPY BY SENDING THE 


COUPON. 














There’s one outstanding way to sell hardware today: Show the 
customer—show him as soon as you can after he enters your store— 
and show him more than he came to buy. This is Modern Merchan- 
dising. 

GENUINE Warren Sectional Fixtures, embodying many new and 
modern ideas of display, are illustrated and described in the new 
Warren catalog. Each Unit offers a practical method of displaying 
and selling hardware and kindred lines. 

Get the new Warren catalog—without obligation, of course—and 
look at your store in the light of the newest approved merchandising 
methods. Submit your store arrangement problems to our Experi- 
enced Store Engineers for their solution. 


J.D. WARREN MFG. CO., 208 W. Washington St., Chicago, III. 


SSB SSS SSS SSS SSS STATS SSS SSS SSS SSS SSBB Sees e 
Yes, Warren! Send that New Fixture Catalog. 


PMN WITS hate tits b Sere Sides o ooo 5.5 Heine hase dnd Shien sic ac Uyte Reeds t peow bane 


Address 
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THE LATEST MODEL GEM 


WILL GIVE YOU VOLUME SALES 





IF YOU USE THESE SELLING POINTS 





QUICK CUTTING 


1 Exclusive Sargent double-cutting feature. The 
milled end of the forcer makes a preliminary cut 
and chops the food small enough to feed rapidly 
through the final steel cutter. 





9 Both stationary and revolving cutters are of cold- 
rolled steel. The sharp shearing edges cut without 
tearing. 





LEAK-PROOF 


4 The bottom of the barrel slopes downward. All 
juices follow the food through the cutters into the 
dish. 

Q Closed end is cast solid. The shaft and bearing are 
a machine fit. It is impossible for the juices to leak 
out around the shaft. 








EASILY CLEANED 





No stationary web across the mouth of the barrel. 


ek 


Q When the handle thumb-nut is removed the forcer 
and all cutters come out together. The barrel is 
left free for washing. 


3 All corners are rounded. No crevices or hard-to- 


get-at places. 


The Gem Food Chopper has been approved by 
well-known testing laboratories. Sargent & Com- 
pany, New Haven, Conn.; 94 Centre Street, New 
York; 150 North Wacker Drive (at Randolph), 
Chicago, II. 


THE GEM FOOD CHOPPER 
tested and approved on its own merits by GC A fu? G Ee N i 
Good Housekeeping Institute, Priscilla LOCKS AND HARDWARE 


Proving Plant, Delineator Home Institute. 
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Poultry Profits 


for Farmers... 
Mean More Business for YOU 


Poultry and eggs are becoming a more important 
money-producer for farmers every year. Since 
1900, this business has more than doubled itself. 
The wide-awake farmer and poultry man are on 
the lookout for everything that will increase egg 
production‘and protect their flocks, providing it 
doesn’t cost too much. 


Vimlite fills this need with a bonus. Until recently, 
there was nothing like it available for the money. 
Continuous tests have proved its efficiency in 
supplying summer-time health during dangerous 
winter months; in increasing egg production and 
decreasing chick losses from colds, coccidiosis, 
roup, rickets and other similar diseases. 


A Compact, Easy-to-Work 
Display Rack Free 


Vimlite is being advertised to some four millions 
of farmers and poultry growers (through national, 
sectional and state magazines). We want you to 
be the Vimlite headquarters in your city. 


To make handling of this product simple, sure 
and easy, a striking, compact, all-in-1 Display 
Rack is ready for dealers handling this line. Stand- 
ing on a display-table, it does practically a 
complete sales job itself. Here is the roll 
(fits 100 foot size) ready to be reeled off 
and cut. Here, too, is the literature your 
customers want:—descriptive folders and 
samples. The stand is handsomely litho- 








Your jobber’s salesman has full details on the new Vimlite 
Display. Be sure to have him order one for you when you 
buy Vimlite this year. Or mail the coupon te details now. 


graphed in four colors—bears a legible sales 
message. Takes less than three square feet of 
table space. 


Passing customers can’t escape the appeal of this 
display—they’ll remember it—they’re sure to 
come in to your store when it’s Vimlite buying time. 


Vimlite comes in rolls of 100 feet and 50 feet— 
36 inches and 28’ inches wide. Dealer’s price 
allows ample profit to you. 


New York Wire Cloth Company 


342 Madison Avenue New York City 


But—the demand for this remarkable flexible poul- 
try glass (with the extra violet ray strength) is 
growing. Responsible hardware jobbers sell Vim- 
lite. While there is still time to catch the retail 
buying season on this line, our advice is to get your 
order in. Meantime, mail the coupon for full data. 


ReeeS 
Ree 


} | 
| New York Wire Cloth Co. | 
| 342 Madison Ave., New York, N. Y. HA-l | 
! 
| 
| 


it 
ry 


x 
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Please send me Price List, Dealer’s Sample and full de- 
tails on how to get thenew Vimlite Display Rack FREE. 


any 
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CAMBRIA 
FENCE 


gives 


sound value 


for 


every dollar 


Farmers have long recognized the value in Cam- 
bria Fence, the long years of service that it gives. 
Once a farmer purchases Cambria Fence he invari- 
ably continues to buy it whenever he needs addi- 
tional fence, because he knows from experience 
that he is getting sound value for every dollar. 


Cambria Fence is a hinge-joint cut-stay field 
fence. It is made of full-gauge wire, heavily gal- 
vanized, to resist cracking, peeling or flaking. The 
Flexo Joint and the Tension Curve give it resili- 
ence, strength and flexibility, so that it may be 
tightly stretched, and still retain its shape and 
serviceability. 


We recommend Bethlehem Steel Fence Posts for 
use with Cambria Fence. These posts greatly sim- 
plify the eretiicn of the fence. They are made of 
new high carbon steel. They can be used equally 
well for both temporary and permanent fence 


construction. 


SELL THEM 


with €ambria Fence 





BETHLEHEM 





A hinge-joint, cut-stay, standard field fence with ten- 
sion curves to keep the line wires taut, and with long 
wraps at the joints. Cambria Fence retains its new 


appearance a long time. It is sturdy and enduring, 


i to 1 weather 





always uniform, and r 





conditions and hard use. 


When a customer steps into your store to pur- 
chase fence, impress on him that when he buys 
Cambria Fence he is buying a product known for 
its sound value, for its uniformly high quality, for 
the honest service that it gives. 


Bethlehem Steel Company, General Offices: Bethlehem, Pa. 


District Offices: New York, Boston, Philadelphia, 
Baltimore, Washington, Atlanta, Buffalo, Pitts- 
burgh, Cleveland, Cincinnati, Detroit, Chicago, 
St. Louis 
Pacific Coast Distributors: Pacific Coast Steel Cor- 
poration, San Francisco, Los Angeles, Seattle, 
Portland, Honolulu. 
Export Distributor: Bethlehem Steel Export Cor- 
poration, 25 Broadway, New York City 
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YOUR 
eritieal 
eustomers 


N these days of fast tars and good roads, motorists 

everywhere are more critical of the tires they buy. They 
want safety—they want more trouble-free mileage. They 
want greater tire values. 
That’s why this year is a Mansfield year. Mansfield Tires 
give a greater degree of service. They have better rubber 
—and more of it. Fabrics are made of a better grade of 
cotton. The result is longer service—more mileage— 
greater comfort. ‘ 
Learn more about the Mansfield franchise—the franchise 
that wide-awake dealers are making money with today. 
Learn more about Mansfield Tires—and the extra measure 
of service they give; the greater tire values they represent. 
Get into the money—now—with Mansfields. 


THE MANSFIELD TIRE & RUBBER CO., Mansfield, Ohio 


MANSFIELD 
TIRES 


MORE MILES WITH MANSFIELD S 


Every tire dealer 
should have 
this book 


The new Mansfield Tire size book 
will help you every day. Com- 
plete information on tires for 
every car made. A copy is yours 
for the asking. Write for it today. 
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ADVANCE SHOWING OF 


Disston—and Disston alone —serves the hardware trade 
with a complete line of hedge shears, made as users 
want them: correct in design, perfectly balanced. 


Highest-grade shears, bearing the Disston name, have 
hollow- ground blades of Disston Steel, the world’s 
great cutting steel, which stays sharp so much longer. 
Blades are hardened and tempered, full polished, 
notched for heavy cutting. Handles are of hardwood, 
with the Disston weatherproofed finish. And Disston’s 
Quaker City line of hedge shears 
is the outstanding line of medium 
price shears, superior in quality 
and finish to most first-line shears. 


In the new and improved Disston 


line, simplified 


and standardized, 








N2 300 


No. 30 Disston— Finest hedge 
shears that can be made. Pro- 
perly balancedforeasy cutting. 
Blades of Disston Steel, hard- 
ened and tempered, 13%” wide, 
half oval, hollow- ground, full 
polished. Tang extends 
through handle ;rivetedatend. 
Black hardwood handles. Pat- 
ent Disston tension, eliminat- 
ing spring. Sizes : 


Blade Over all Weight 
8” 22” 3 lbs. 
9” 23” 3% Ibs. 

10” 24” 3 Ibs. 
19” 26” 3% Ibs. 


No. 300 Disston—Designed 
for light work and popular with 
ladies. Just the right length 
and weight for trimming. 
Blades of Disston Steel, half 
oval, 1” wide, hardened and 
tempered, hollow-ground, full 
polished. Handles of hardwood, 
with nickel-plated ferrule. 
Rivet through ferrule, tang 
and handle. Has Disston pat- 
ent locknut tension device: a 
bolt screwed in threaded hole 
in blade is tightened until pro- 
per tension is obtained, then 
locked in place by a lock-nut. 
Made with 6” blade, 1744” over 
all, weight 1% Ibs. 


No 
56 


; 

No. 5G@—A good, practical 
tool lower in price than No. 30. 
Blade of Disston Steel, 134” 
wide, hardened and tempered, 
hollow-ground, polished. 
Round hardwood handles, var- 
nished, with Disston weather- 
proofed finish, nickel-plated 
ferrule. Disston patent tension 
—no springs. 


Weight 


2 Ibs. 6 oz. 
2 Ibs. 9 oz. 


Blade Overall 


—" oy 
‘ ~ 


8” 23” 
9” 24”  2ibs, 10 02. 
10” 25” 2 Ibs. 12 on. 
12” 27” 3 Ibs. 

















THE NEW Toe 








the best. 





No. 40 — Most durable of 
lightweight shears. Blades hol- 
low-ground, hardened and 
tempered, polished, 114” wide 
at grip end, tapering to 1%”. 
Blade, shank, and tang forged 
from one piece of Disston Steel. 
Tang extends through handle 
and widens toward handle end. 
Handles of hardwood, natural 
finish, 9” long. Disstun patent 
tension — no spring. 


Blade Over all Weight 
6” 20%” 20 oz. 
8” 22” 2 Ibs. 10 oz. 
9” 23” 2 Ibs. 15 oz. 
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CINE Ge 


you find the correct shears for every class of trade: 


No. 30, for example, for the professional hedge trimmer or 
gardener, the country estate or the home owner who wants 


No. 36, Quaker City, for the customer who demands price, 
but who wants it combined with quality. 
No. 40, the most durable lightweight shears made, designed 
especially for trimming. 
Sizes for ladies and for light work, too—No. 300 and No. 26, 
weighing only 20 ounces in the 6-inch length. 


The Disston reputation is back of 
all the new Disston Hedge Shears. 
Leading jobbers recommend them 
as easiest to sell at retail. Specify 
“Disston’”’ for your complete line. 


HENRY DISSTON & SONS, INC., Philadel phia 


a 


No. 36 Quaker City — Blades 
1%” wide, hollow-ground, 
polished, and notched for 
heavy cutting. Fastened with 
strong bolt and shake- proof 
lock washer under hexagon 
nut, which provides for ten- 
sion. Round handles, walnut 
weatherproofed finished; brass 
plated ferrules. 


Blade Over all 


~~ 


Weight 
2 Ibs. 10 oz. 
8” 23” 2 Ibs. 13 oz. 
9” 24” 2 Ibs. 14 oz. 
10” 25” 3 lbs. 
12” 27” 3lbs. 4 oz. 


mn, 


», 


J 
ui Canadian Factory: Toronto wy 


No. 26 Quaker City— Like 
No. 300, this is a lightweight 
model made with 6” blades for 
light work and popular with 
ladies. Blades 134” wide, hollow- 
ground, polished, not notched. 
Blade, shank and tang made. 
from one piece of forged steel. 
Round handles, walnut 
weatherproofed finished, brass 
plated ferrules. Blades fastened 
with strong bolt and shake- 
proof lock washer under hexa- 
gon nut, which provide for 
tension regulation. Also made 


@ with blades 7”, 8”, 9” and 10” 


long, in regular weight shear. 
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New Plan of Identified Brushes 
Increases Paint Department Profits 








Now customers can choose the right brush for each job Yunrine 

without any wasted time on their part or the clerk's. Now WAN 
they can get satisfactory results from their painting 

work and encouragement enough to tackle new jobs 
which otherwise would be left undone. 
























WA 
BRUSHES 
 cemcmmmmann 





And what does this mean for you, Mr. Dealer? Just 
this! Whiting-Adams brushes for paint, varnish and enamel are 
packed in separate display cartons which identify the particular 
brush and illustrate its use. You save time, sell superior brushes, 
make greater brush profits, and sell more paint because good 
brushes stimulate paint sales. 


National advertising is telling consumers about this new 
method of identifying brushes. A full page advertisement 

- ee appears in the September issue of Popular Science 
m | 40 pease 1] | Monthly—out August 2. There are other points in the 
RL YARNS; | story of Whiting-Adams identified brushes that will 
Aiiy||) interest you. Send for complete information. There 

is no obligation. Just give your name and address 
and mention the source of your brush supply. 


WHITING- 
y ADAMS. 


oe \ COMPANY 


690-710 HARRISON AVE. 
BOSTON, MASSACHUSETTS 


Z “3 W L\ BRUSH MAKERS TO THE PAINT INDUSTRY SINCE 1808 


~— 
» 


WL 
gr oN 
i 











RASS 
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Made in All These Patterns 


From a tiny 11-inch Special to a Giant 30-inch blade size, show- 
ing the range of Champion Screw Drivers. 


The different patterns include 25 sizes in Special, Regular, 
Cabinet, Electrical and Machinist’s screw drivers. 


CHAMPION 


Screw Drivers 


serve every requirement. And what screw drivers! 


Blade forged from toughest steel. Construction positively pre- 
vents blade from turning in the handle (see sectional cut). Every 
blade tested to split a screw head. 


Standard for 45 years. The favorite screw drivers of thousands 
of carpenters. Equally popular with home owners. Your Jobber 
will supply you. If not, write to us and we will refer you to the 
nearest Jobber who will. Send for Tool Catalog. 


HARDWARE COMPANY 





Reg. U. S. Pat. Off. 


Torrington, Connecticut 


New York Office: 151 Chambers St. 
ESTABLISHED 1854 INCORPORATED 1864 


MAAAAAAhhhbhhssssssssssssssssssd 
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We stand squarely back of every 
can of Lingerwett Remover 


Satara eran eas 





vule 





GUARANTEE 


If any painter, or other consumer, wants his money 
back on his purchase of Lingerwett Remover for 
any reason whatever, you are authorized to give it to 
him. Simply tell us and we will pay you the full 


selling price, immediately and without question. 


THE WILSON-IMPERIAL CO. 


See ESET POSSE TEP SESE ES 


Read that 


(Guarantee 


Four important elements have built 
Lingerwett Remover until it has become 
the largest selling remover in America: — 

First: Lingerwett is a definitely superior 
product. 

Second: Lingerwett is sold nationally. 

Third: Lingerwett is well advertised. 

Fourth, and perhaps most important of 
all: Lingerwett is backed by the strongest 
possible kind of a guarantee. Lingerwett 
must be right and in every case, or we 
don’t want any money for it. The c.s- 
tomer can’t lose. He gets back his money. 
You, the dealer, can’t lose. You get your 


LiINGERWETT 










a 






money back, together with the full profit 
on the sale. 

And we can’t lose. Every year thou- 
sands of people talk about the wide-open, 
above-board money-back guarantee of 
Lingerwett. It is the best possible kind of 
advertising even though it costs next to 
nothing. 

Lingerwett deserves to be pushed— 
because it is a fine, honest product and 
because it is a safe product to buy and 
to sell. 


THE WILSON-IMPERIAL CO. 
Newark, N. J. 
























ee ee 








PRL ail SS 





REGS ee 


AN SE 





E 

4 
ci 
& 














HarpwakeE AGE for AUGUST 21, 1930 15 


REAL PAINT PROFITS COME 
FROM REPEAT CUSTOMERS 





Lithopone and Zinc Oxide give paint those 








qualities it needs to return the most for your 





paint customer’s dollar. For instance, perma- 











nent whiteness or permanent color... mighty 











important characteristics in high grade paint 














oo. Every painter and every property owner 














expects these qualities when he asks for good 


GREATER paint. You can tell him that paints contain- 


ing Lithopone and Zinc Oxide do not change 














color. 
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Another essential quality... covering 











power. This is especially important to the 














painter. He needs high covering to make a 











profit on the job. Lithopone is one of the 


WHITER —— highest covering power paint pigments 


known. You can tell your painter customer 
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that in Lithopone base paint he is getting 














more square feet of covering power for his 











money than he would by using paint made 


from any other pigment. 
. ; ae : _ The New Jersey Zine Co. 
And durability ... Lithopone—Zine Oxide 16) pont St. New York 


PtreeER—— paints are known from coast to coast for the 
= —— long wearing service they give. They resist 


the changes in climatic conditions which 
























































ruin the ordinary paint film. 














More detailed information... more selling 











points on Lithopone—Zinc Oxide paints are 














given in the booklets, “Lithopone and its part 
GREATER in paint”. “Zine Oxide and its application to 


paint”. Send for them. 
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“ ALBALITH” LITHOPONE anv ZINC OXIDE 
ZINC PIGMENTS IN PAINT 
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MURDBPHY FINE FINISHES 


Famous for 65 years among architects, master painters 
and makers of products requiring a fine finish 


Da-Cote Enamel Brushing Lacquer 
Da-Cote Floor Enamel Univernish 

Da-Cote Varnish Stain Linoleum Lacquer 

Quick Velvet Enamel Muronic Enamel 
Transparent Spar Varnish Transparent Floor Varnish 


Transparent Interior Varnish 
Airplane Super Spar Varnish Quick White Enamel 


MURPHY VARNISH COMPANY, Newark, Chicago, San Francisco 














Every Break 


and Crack... 


Smooth, white, hard, 
permanent te 


‘a 
of 242, 5, 8, and 15 
Ibe. Will not shrink. 
Send for samples and 





BRUSH-NU COMPANY |. 


BALTIMORE MARYLAND 





























Hardware Age Verified List 
OF WHOLESALERS AND RETAILERS 


Shows the names, addresses, capitalization, territory cov- 
ered, percentage of wholesale business, number of travel- 

ing men, names of executive officers and buyers, and the 
ab handled by the Hardware Wholesalers. 


For instance, on pages 7 to 79 it indicates by key 
numbers what classes of merchandise each hardware 


_ wholesaler handles. There are explanatory key numbers 


covering every class of merchandise that constitutes a 
modern hardware stock. 


Then, me. Hardware Retailers on pages 80 to 353 who are 
rated |, or 3 represent the livewire dealers doing 75% 
reg 80% of “the retail hardware trade of the U. 8. 


CONTENTS OF VERIFIED LIST 
Wholesale Hardware Houses in U. S., Canada and Foreign. 
_ Retail Hardware Stores in U. S., Canada and Forei 
Chain Hardware Stores in United States and Cana 
5, 10, 25c to $1.00 Syndicate Stores carrying hardware. 
Department Stores ——e, hardware and hosaniacntehines. 
Manufacturers’ Agents in S., Canada and Foreign. 
Automobile Accessories Jobbers. 
Mill, Steam, Mine and Machinery Supplies Dealers. 
rting Goods Distributors. 
ail Order Houses handling hardware and housefurnishings. 
Woodenware and Willow-ware Wholesalers. 
Paint, Oil and Varnish Distributors. 
Radio Apparatus and Parts Jobbers. 
Plumbers and Tinners —— Jobbers. 
Membership Lists of Hardware Associations. 


Hardware Age Verified List of Wholesalers and Retailers is 
indisp in direct-by- mail promo and 
also a helpful guide for salesmen’s calls. Every manufac- 
turer's sales manager should have one on his desk, and every 
angen could profitably carry a copy in his grip. Since 

Dyers issue was published there have been more than 
000 additions and corrections, and these all appear in the 
Tenth Edition. 


Published annually, $15.00 postpaid 


Hardware Age Verified List Department 
239 W. 39th St. New York, N. Y. 
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DINON'S 


MAINTENANCE FLOOR 


PAINTS 


all purpose 






































WOOD 
















CEMENT 
>Ss CONCRETE 
<a LINOLEUM 

COMPOSITION 


FACTORY 


Dixon’s Maintenance Floor Paints are “all-purpose” in char- 
acter—will effectually assist the dealer in reducing stock and 
cutting investment in shelf goods. 


Made in 8 Colors—Dry in 6 to 8 hours 
Write for Special Deal No. 40 BF 
and Color Cards 


Paint Sales Division 


JOSEPH DIXON 
CRUCIBLE COMPANY 


Jersey City KG New Jersey 


Established 1827 








RI C a4 Give Your Customers _ 
More for Their Money! | 
| S far as Paint and Varnish 
: A D Dd « [2 A Brushes are concerned, you | 
can give more for the money 
without sacrifice of profit. 


Excelsior Paint and _ Varnish 
E O 4 LV . RY PU R Obs E Brushes, because of our modern 

manufacturing methods, are low 
priced yet have that high quality 
you expect from expensive makes. 





With the RICH Line of Safe Spruce Ladders you can 
take care of every ladder requirement—with satisfaction 





to your customers and profits for yourself. Their bristles are the finest im- 
Extension Ladders, Straight Ladders, Orchard Ladders, Step : . 
Ladders, Platform Ladders, Sectional Ladders, Window ported from China, free from dirt, 
Cleaning Ladders, Trestles, Scaffolding, Adjustable Scaffold set in vulcanized rubber. 
acks 
24 hour service from our new plant. Offer your customers exceptional 
Send for catalog and details of the RICH proposition. | value by carrying Excelsior Paint 
We Pay the Freight | and Varnish Brushes. 
The Rich Pump & Ladder Co., Cincinnati, Ohio TRADE PAINT and 
pA atai A an 
4 
™~ 
EEK BRUSHES 


Made by Edward E. Robinson 
347 West Broadway, New York, N. Y. 


ASK YOUR JOBBER FOR PRICES 
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PAINTERS 


IN EVERY 


USE DUTCH BOY 


(According to an impartial, country-wide survey) 


HE Dutch Boy brand has won first place in the 

esteem of painters and other white lead buyers 
because it always measures up to the highest standards 
of purity, quality and uniformity. 

This constant, well-established policy of putting 
quality first has won the recognition of experienced 
painters everywhere. Witness: 8 painters out of every 
10 use Dutch Boy. 

This overwhelming preference is your best assurance 
of a steady, unfailing demand for this high quality 
product. It is also assurance ofa ready sale for linseed 
oil, turpentine, and other products used with white lead. 


Dutch Boy white lead comes in both heavy paste and 
soft paste form...in 100 lb. kegs, 50,25, and 12% Ib. pails. 
The famous Dutch Boy trade-mark is on every package. 


NATIONAL LEAD COMPANY 


New York, 111 Broadway; Buffalo, 116 Oak St.; Chicago, 900 
West 18th St.; Cincinnati, 659 Freeman Ave.; Cleveland, 820 
West Superior Ave.; St. Louis, 722 Chestnut St.; San Francisco, 
2240-24th St.; Boston, National-Boston Lead Co., 800 Albany 
St.; Pittsburgh, National Lead & Oil Co. of Pa.,316 Fourth Ave.; 
Philadelphia, John T. Lewis & Bros. Co., Widener Building. 











HarpwareE AGE for AUGUST 21, 1930 


19 





LowesT 
DELIVERY COSTS 


TO I9 MILLION PEOPLE 


FROM 


KANSAS 
CITY, 






















IN KANSAS CITY 


The world’s largest bus terminal, a 
block square and eleven stories in 
height, has just been opened in Kansas 
City as headquarters for the Pickwick- 
Greyhound Lines. Kansas City’s stra- 
tegic central location, the excellent 
development of highways in every 
direction and its steady growth and 
prosperity were factors in its selection 
for this development. Adequate trans- 
portation facilities are a vital advantage 
to an industrial center, an advantage 
in which Kansas City is unexcelled 
by any other metropolis. Transporta- 
tion facts in detail are yours for 
the asking. 












































A 1 Be 


ANSAS CITY offers its manufac- 

turers and wholesalers lowest delivery 
costs to nineteen million people. Compara- 
tive freight rates in every classification 
definitely prove this statement. 


New rates just established by the 
Interstate Commerce Commission give 
Kansas City an additional important 
transportation advantage in lower 
through rates from the Atlantic seaboard. 


Kansas City grows amazingly as a dis- 
tribution center in this period of day- 
to-day buying. Its manufacturers and 
wholesalers can ship today’s orders to- 
day with delivery in many cases tomor- 
row, giving promptest service at lowest cost. 
And that is just the sort of service a 
manufacturer must be able to give the 
retail outlets in this 19-million area. 
Long-distance service no longer can compete. 


Transportation has found a logical 
center in Kansas City: Twelve trunk 
line railroads and thirty-two subsidiaries; 
the world’s largest bus terminal; ade- 
quate highway freight and passenger 
service; two large close-in airports with 
44 regularly scheduled airplane arrivals 
and departures daily (ljincluding two 
transcontinental lines, with a third in 
— of development); a navigable 

issouri River channel to St. Louis 
about ready for the barge lines. 


Kansas City offers every manufactur- 
ing advantage, but none more important 
than quick, economical transportation 
to 19 million people. 


Mist, 








INDUSTRIAL COMMITTEE OF THE CHAMBER OF COMMERCE OF 











Other communities may be hesitating; K A N S AS : 1 : 
Kansas City goes right ahead wotking MO. 











and prospering, with 1930 now promis- 
ing to equal nd gaal 1929 in sales 
ee ee INDUSTRIAL COMMITTEE, CHAMBER OF COMMERCE, 
i KANSAS CITY, MISSOURI 
Kansas City is one of construction’s Please send me the facts about Kansas City. I am ahaa the 
brightest spots in the United States, — ia? 
with scarcely a block in the downtown Name 
area unable to boast one or more i . om 
multi-story buildings;in the aggregate, Firm 
an investment upward of $40,000,000 
by investors from other sections who -Address = 
have faith in Kansas City! Sains 





* City 


{I saw your advertisement in Hardware Age} 
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ATKINS 


FAMOUS SELLING 
REASONS 


73 Years Experrence—as manufac- 
turers of high quality saws. 


2 


Tue Best MaTEeRIAL— SILVER STEEL, 
Atkins’ exclusive formula. 


3 


Unirorm Temper—no soft or hard 
spots, keeps tension. 


4 


Perrect WorKMANSHIP—the best 
brains, skill and money can produce. 


5 


ExciusivE Freatures—in both design 
and finish are exclusive with Atkins. 


6 


Erriciency—cuts faster because of 
sharp, correct shaped teeth and grinding. 


7 


Lone Lastrxc—SILver STEEt lasts 
longer than ordinary saw steel. 


User Protectep—every Atkins prod- 
uct has the maker’s name clearly etched 
on the blade and is a positive guarantee 
of satisfaction 

9 


Sreapy Demanp—resale value of At- 
kins Saws is greater than just ordinary 


saws. 
10 


Distrisution—Service Factories in: 
Hamilton, Ontario, Canada; Lancaster, 
N. Y.; Detroit, Mich., and Blooming- 
ton, Indiana. Branches: Atlanta, Chi- 
cago, Memphis, New Orleans, New 
York, Portland, Seattle, San Francisco, 
Vancouver, B. C., Toronto, Ont., and 
Paris, France. 


FOR THOSE WHO SELL 
ATKINS PRODUCTS 





[ 





No. 53 Set SHIP POINT 


ERE is the finest Hand, Rip and Panel Saw for 
carpenters, mechanics and manual training 
classes. Evenly tempered, SILVER STEEL Blade— 
holds its sharp teeth; Skew Back, beautiful Da- 
maskeen Finish, Taper Ground to prevent binding. 
Handle of applewood thoroughly seasoned and 
air-dried. Embossed, varnished and polished. Im- 
proved Perfection Pattern which prevents wrist 
strain. Securely fastened to the blade with three 
nickeled screws and medallion. Also made in 
regular pattern. 


EcATKINS 


AND COMPANY 
INDIANAPOLIS, INDIANA * USA: 
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WHAT'S IN Agitation is again heard to CHAIN STORE From an unofficial, but never- 
A NAME? create a new name for the hard- INQUIRY theless authoritative source comes 


ware store, that it might more 

readily be identified as a place to 
buy lines not necessarily related to hardware. The 
thought which prompts this suggestion is an encouraging 
sign. It is another indication that an increasing number 
of hardware men are freeing themselves from that tradi- 
tional yoke of “restricted lines.” It is doubtful, how- 
ever, if a change in store name would impress the point 
in the consumer’s ‘mind. It requires, rather a more 
aggressive sales, display and advertising program to 
properly: inform the public just what a truly modern 
hardware store does offer in addition to its traditional 
lines. Most modern drug stores have soda fountains, 
luncheonettes, books, candy, cigars, perfumes and cutlery 
in most prominent locations. They have featured those 
non-drug lines so thoroughly that in recent years the 
public thinks of the corner drug store as a modified 
department store. A change in name would not have 
accomplished this at all. 

The successful retailer of the future, regardless of his 
trade classification, will handle any and all lines which 
he can sell at a profit. This is particularly true of hard- 
ware dealers, with many of the old lines facing a declin- 
ing demand. Most of the highly successful hardware 
stores with a record of progress during the past ten 
years have operated with very flexible buying plans. 
This attitude towards “foreign lines” has been a most 
decisive factor in their continued success. The opposite 
is true of many stores which have failed in this same 
period. 

As a retail classification “hardware” has stood for 
stability, high credit rating and utility. It has a heri- 
tage which should be cherished not discarded. 

It is a change of viewpoint not of name that is needed. 
Hardware men considering any new line should ask 
but two questions. “Is there a market?” and “Can I 
sell it profitably?” Never mind about the name. 


* 
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a strange story about results to 

date on the Federal Trade Com- 
mission chain store probe. It is said that chain store 
organizations have been prompt and thorough in filing 
these reports but that independent retailers in all lines 
have been very indifferent and actually lazy in the 
matter. Obviously, one of the aims of the investiga- 
tion is to ascertain whether or not some, if not all, na- 
tional chains violate existing anti-trust laws. Brought 
to successful conclusion, this probe might bring about 
changes that would aid independent retailers in meeting 
price competition from chains. The probe would deter- 
mine whether or not national chains, broken up into sev- 
eral corporations in as many States, presumably for taxa- 
tion savings, do not in standardizing cut prices, violate 
price-fixing legislation, in that such practice appears to 
represent price agreement between groups of retailers, 
each group being a corporation unit of the parent chain, 
but in each case claiming to be a local corporation in its 
respective State. If this theory is sustained by the Fed- 
eral Trade Commission in its final ruling, the practice 
might cease and perhaps the parent holding company, if 
such there be, will be forced to accept full parental re- 
sponsibility and operate in all States as one large national 
corporation. This would mean a tremendous increase 
in taxation, which might offset present retail selling 
price advantages of their stores. 

While it is doubtful whether legislative help can be as 
potent as better merchandising it is uncannily strange 
that independent retailers have been so unwilling to aid 
in this survey. A brief investigation of the indiffer- 
ence -brought to light the rather general complaint that 
filling out the lengthy questionnaire was “too much 
trouble.” 

The thought occurs that this “too much trouble” atti- 
tude may have been the inspiration which has made the 
chain store development so potent and profitable. 
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HARDWARE 


Faultless installation is assured by the im- 
proved design of this new R-W trolley track 
... the perfect runway for R-W hangers! 
Ears (spaced on 12° centers) are integral parts 
of track. You require no brackets. Permanent 
and absolute alignment is built-in... you 


9 ' 
can t gO wrong. 


Send for literature describing the new 
EaR-Way Track and R-W 316/2B Hangers for 
doors weighing up to 200 Ibs. Like all R-W 
products, these items are designed and made 
by engineers with a background of fifty years 


experience. Write today. 


Richards-Wilcox Mfg. Co. 
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FACING THE Facts 
~~ AAGRICULTURE 


By BURNHAM FINNEY 


a half to two billion dollars less to spend this 
year than last, a well-known econsmist estimates. 


The reduced buying power of agriculture through 
both drought and low prices is of serious consequence 
to the entire nation, but of special concern to agricul- 
tural implement makers, who depend upon the farmer 
for the purchase of their goods. In order to get a 
dependable estimate of what lies ahead for the Ameri- 
can farmer and for the agricultural implement indus- 
try, HARDWARE AGE recently interviewed implement 
manufacturers. A composite of their views is set forth 
in the following paragraphs: 

There are more than six million farms in the 
United States. However, just as in retail business, 
some farms are efficiently operated and yield a satis- 
factory profit; others are poorly managed and are 
“in the red.”’ Thus, from the standpoint of the pro- 


Ts American farmer will have from one and 





duction of the bulk of crops from year to year, the 
six million shrinks to between two and three million. 

From the amount of publicity that has been given 
large farms conducted on a mass production basis, 
much lixe that of a modern factory, one might think 
that efficiency and prosperity are confined to this 
group; but studies made by disinterested parties, such 
as agricultural colleges, show that this is not the case. 
While the farm of Thomas Campbell in Montana, 
consisting of some 100,000 acres, has been termed a 
model farm, and, through the use of modern farm 
equipment, has been an outstanding example of suc- 
cessful farming in this machine age, nevertheless 
there are numerous large farms which have been dis- 
appointments as money makers and a substantial num- 
ber of small farms which have brought their owners 
surprisingly satisfactory profits. 


In the consideration of successful farming, the 
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most important 
factor is not size, 
but the human ele- 
ment. Intensive 
cultivation of small 
tracts of land by 
skilled farmers has 
proved just as re- 
munerative propor- 
tionately as the 
development of 
farms of enormous 
acreage tilled with 
the most up-to-date mechanical equipment. 


Oats, July, Chicago (per bu.) 
Rye, July, Chicago (per bu.).. 


Farmers’ Buying Power Seriously Impaired 


While the census of the United States shows that 
the movement from farms to cities has not abated, this 
is not a matter of concern because of the less man- 
power now required through the development of farm 
machinery. However, the thing which does weaken 
the economic and industrial structure of the country 
is the farmer’s loss of buying power resulting from 
the heavy decline in prices of his products. The rural 
districts in the United States still contain approxi- 
mately 40 per cent of the population, and so long as 
the economic well-being of this large group is im- 
paired, general business cannot hope to return to 
normal. 

Commenting on agriculture, the monthly bulletin 
of the National City Bank, New York, said in July 
that “the situation is characterized by favorable crop 
prospects but unfavorable prices. . . . Low prices for 
agricultural products unquestionably add to the un- 
certainty regarding outlook for business this fall.” 

_ With farm products bringing low prices, thereby 
forcing the farmer to purchase less than his usual 
volume, it is little wonder that implement makers are 
having difficulty in appraising their 1931 market. 
There is yet a possibility that farm prices will re- 
bound somewhat and yield higher returns than the 
outlook in recent weeks has indicated. Moreover, 
prices of non-agricultural commodities may drop to 
the point where they will be more in line with incomes 
from crops. These are speculative matters which now 
cannot be determined, but which respond only to the 


Following is a table comparing prices of principal agricultural 
products at the close of June this year and a year ago: 


Cotton, July, new, New York (per Ib.) ..... 
Wheat, July, Chicago (per bu.) ... 
Corn, July, Chicago (per bu.)... 


Butter, extra creamery, New York (per Ib.) 43.50c. 
Steers, average of good, Chicago (per Ib.) 
Hogs, heavy, Chicago (per Ib.)......... 10.75c. 8.95c. 


From monthly letter of National City Bank, New York. 


influence of vari- 
ous economic fac- 
tors. 

It is not an ex- 
aggeration to say 
that agricultural 
implement manu- 
facturers see 
trouble ahead un- 
less farm  condi- 
tions materially 

* ; improve. They are 

trying to view the 

situation with optimism, but so long as the farmer 

hasn’t the money to buy manufactured goods in normal 

volume, they do not see how there can be a return to 

prosperity. This statement applies to American indus- 

try generally, for the farming population offers a 

large potential market for automobiles, radios, cloth- 

ing and a myriad of products in addition to farm im- 
plements. 

It is for this reason that executives of farm im- 
plement companies are not agreed on what to expect 
the remainder of the year. In some cases they believe 
that the months ahead will bring only a slight im- 
provement in their business. They are chary about 
predicting appreciable gains, especially in view of the 
fact that the depression in agriculture is not confined 
to this country, but is world wide. 

Complicating the situation are the tariff barriers 
erected by numerous countries against American agri- 
cultural goods. The output of farm products in this 
country has increased greatly since the war, making 
it necessary to market a constantly growing surplus 
abroad. The recent action of Congress in placing 
higher duties on many commodities has had its in- 
evitable reaction of provoking other nations to impose 
similar restrictions on the importation of American 
goods. This extends into agricultural as well as man- 
ufactured articles. 

Insofar as the agricultural implement industry is 
concerned, it occupies.what seems like an enigmatical 
position. Although American farmers are faced by a 
staggering aggregate loss of income this year and 
therefore will be forced to curtail purchases, never- 
theless they must turn to machinery to lower their 


End of June 
1929 1930 
18.13c. 3:32c. 
$1.11% 91.75c. 
91.87c. 75.75¢. 
43.25c. 35.37¢. 
86.50c. 48.12c. 
33.00c. 


14.32c. 11.29c. 


This tractor with a one-way disk prepares 90 acres a day for seeding 
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production costs 
and thereby obtain 
a relatively larger 
profit. 

On June 15 
farm prices were 
at the lowest level 
since 1922, states 
the Bureau of 
Agricultural ‘Eco- 
nomics of the 
United States De- 
partment of Agri- 
culture. Since that 
time there has 
been a further 
drop in_ prices 
which puts the in- 


O long as the economic well-being of 40 per cent of the 
population is impaired, general business cannot hope to 
return to normal, * * * * 

Just as in industry, success in farming depends on efficient 
management rather than size. Many small farms are just as 
profitable proportionately as large ones. * * * 

Agricultural implement makers see trouble ahead unless farm 
conditions materially improve. They are chary about predict- 
ing appreciable gains, especially in view of the fact that the 
depression in agriculture is not confined to this country, but is 
world wide. * * * * 

Various agencies are laboring feverishly to bring relief to the 
farmer, and by no means the least of remedies is lowered pro- 
duction costs through the use of machinery. * * * * 

Mechanization of the farm is gaining such momentum that it 
is hard to keep abreast of new developments. * * * * 

The trend toward horseless farms has great significance for 
the metal-working industries, especially for manufacturers of 
iron and steel. The newer equipment reveals a definite lean- 
ing toward metal as compared with wood. * * * * 


Five years ago 
there were no 
horseless farms. 
Today there are 
more than a thou- 
sand. Each of them 
formerly had an 
average of six 
horses, the care of 
which required 
perhaps two hours 
a day of one man’s 
time, whether they 
were working or 
were idle. These 
horses have been 
replaced by trac- 
tors demanding no 








dex several points 
lower. This has 
brought up the 
question whether farmers can operate at a profit 
under present conditions. Especially as to wheat has 
the assertion been made that recent quotations do not 
cover the cost of raising crops. How true is this? 


Efficient Farming Methods Gaining 

Students of scientific farming claim that with the 
us of modern mechanical equipment it is possible to 
produce wheat at 50c. a bushel. The average farm 
cannot make such an excellent showing, principally 
because it is not properly equipped. However, those 
farmers who have raised crops efficiently and have 
had the courage and financial resources to invest in 
production machinery: today find themselves in a com- 
paratively strong position. If, in the final analysis, 
the situation resolves itself into a survival of the 
fittest, they will be farming successfully when their 
less adaptable comrades have failed. 

Through a gradual process of education on the part 
of agricultural schools and colleges, agricultural im- 
plement makers and agencies engaged in studying 
agriculture, efficient farming has progressed amaz- 
ingly during a period when the condition of agricul- 
ture was drawing the attention of the entire country 
and especially of Congress. 





attention when not 
in use and needing 
only a small 
amount of time for oiling and general upkeep during 
periods of service. 

Offhand, the mechanizing of a farm might seem 
prohibitive in cost. Generally, however, the change 
from hand labor and horses to machinery is spread 
over a long enough time so that the expense is not 
burdensome. Even if a complete change were made 
overnight, it is estimated that the investment required 
for an average small farm is about $2,500 to $3,000. 
This amount would provide machinery of sufficient 
variety and flexibility to take care of the planting and 
harvesting of crops, as well as the care of live stock. 


Large Market for Mechanical Equipment 

While the farm mechanization movement has gone 
forward at an amazing rate in the last few years, 
the saturation point, if such a thing exists, is far 
distant. There are approximately one million trac- 
tors on American farms today, which shows that the 
potential market has scarcely been penetrated. A 
market relatively as good, or better, is open in other 
farm equipment. 

The trend toward horseless farms has great sig- 
nificance for the metal-working industries, especially 
for manufacturers of iron and steel. The newer 


A modern potato bagger saves over 50 per cent of the labor cost of picking up potatoes by hand 
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equipment reveals a definite leaning toward metal as 
compared with wood. Much of the changing design 
favoring metal is due, at least in part, to the motor- 
ization of the farm. Whereas only 600 tractors were 
made 20 years ago, 220,000 were manufactured last 
year. Grain separators, formerly made largely of 
wood, are now made of sheet metal, and combines, 
of which 37,000 were turned out in 1929, take a con- 
siderable tonnage of steel. 

In the past year an all-metal wagon, manure- 
spreader and hayloader were put on the market for 
the first time and will be an increasingly important 
outlet for steel, provided they are adopted by all manu- 
facturers. Other lines of farm equipment requiring 
an ever larger amount of iron and steel are corn 
shellers, hay stackers, grain elevators, corn pickers, 
windmills, dusters and cultivating and weeding at- 


the “bugs” out of planting equipment; three and four 
row machines now are available and are character- 
ized chiefly by their compactness. Tractor planters 
for cotton growing are being used. Improved drop- 
ping apparatus which drops only six or seven seeds 
to the hill probably will be standard equipment on 
large plantations within a few seasons. 

Nineteen twenty-nine was a banner year for corn 
picking machines, of which about 40,000 are in use 
on American farms. Greater power take-off, lighter 
weight, more steady operation and less dependence on 
weather conditions have all followed in the wake of 
tractor-powered machines. 

While tractor power for filling silos is preferred 
by most farmers, silo fillers have been operated suc- 
cessfully by electric motors mounted on the cutter 
frame. Either a chain or tex-rope drive with a 5 


Two grain drills hooked to a tractor. Combinations like this save time, labor and money in fall seeding 


tachments for tractors. Incidentally, there are seven 
general purpose tractors being made today as against 
only two four years ago. This illustrates the fact that 
implement manufacturers are alive to the possibilities 
ahead of them in the next five to 10 years. 


Use of Steel on Farm Increasing 


Other evidences of the growing use of metal on 
the farm are not lacking. Steel stanchions are replac- 
ing wood stanchions in dairy barns. Drinking cups 
are being substituted for the old wooden tanks. In 
the sheet metal industry there is a demand for poultry 
houses and equipment, grain storage bins, ventilators 
and other articles. 

Mechanization of the farm is gaining such momen- 
tum that it is hard to keep abreast of new develop- 
ments. More new tractor models appeared last year 
than in any year since the war, with a trend toward 
dependable, long-lived machines possessing more 
power in the field and on the belt and having as little 
excess weight as possible. Among the new ideas in 
the 1930 tractor are rubber-tired wheels for road 
hauling, a power lift for raising plows or cultivators 
while the outfit is stationary, and additional forward 
speeds for faster operation on the highways. Further 
standardization and application of the power take-off 
have been made. Sprayers, binders, corn pickers, 
plows and mowers are tools to which this principle 
has been extended. 

Tillage machinery has undergone much develop- 
ment, particularly in the way of equipment for trac- 
tor use. Tractor engineers feel that they have got 


or 714-hp. motor is used. Owners of feed mills have 
found that elevating fans are advantageous to blow 
grain, such as-oats, into bins at a fairly rapid rate. 
Power ventilation is of special interest to those who 
are thinking in terms of barn construction. Elec- 
trically-driven force ventilators are used for both in- 
take and outlet, eliminating an expensive air-piping 
system. 
Machinery Reducing Farm Labor Costs 


A study of corn picking costs conducted by the 
College of Agriculture of the University of Illinois 
illustrates the lower expenses resulting from employ- 
ing machinery instead of hand labor. In 1928 and 
1929 the average bushel cost of picking corn with 
one-row outfits, on 102 farms, was 8.8c. With two- 
row pickers, on 64 farms, this figure was lowered to 
6.6c. Detailed cost records collected on 12,000 acres 
of hand-husked corn showed a cost of 10.4c. a bushel. 
All mechanical pickers studied were of the power 
take-off type. 

Hand husking was found to take 5.1 hr. of man 
labor an acre, as compared with 2.7 hr. for one-row 
and 2.2 hr. for two-row pickers. One-row machines 
cost 72c. and two-row machines 60c. an acre for re- 
pairs, interest on investment, depreciation and shelter. 
Depreciation was based on a life duty of 950 acres 
and 1400 acres for one- and two-row machines respec- 
tively. 

Corresponding savings are being made with other 
kinds of farm machinery, so it is not surprising that 
the trend toward mechanization has progressed stead- 
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ily despite widespread agricultural depression over 
a comparatively long period. Various agencies are 
laboring feverishly to bring relief to the farmer, and 
by no means the least of the remedies is lowered pro- 
duction costs through the use of machinery. Agri- 
culture, the same as industry, is dependent upon good 
and far-seeing management for success and upon this 
fundamental more than upon artificial stimulants rests 
the difference between profit and loss. 


Some Encouragement Expected 


Although implement manufacturers confess that 
the outlook at the moment is rather foreboding, they 
believe that the course of events in the next few 
months will bring some encouragement. Tight and 
scarce money in the rural districts and low prices 


for farm products are two of the most disturbing 
factors. As one authority points out, however, sound 
economic practices usually find some method of financ- 
ing themselves. 

The attempt to establish production schedules on 
agricultural implements which will conform within 
reason to the consumer demand has at best been 
termed a year’s gamble ahead. This is not the first 
time that the implement industry has been faced with 
the task of gaging its market during a period when 
unfavorable factors seem to overbalance the favorable. 
It is safe to say, however, that the industry intends 
to move conservatively, cognizant of the economic 
troubles facing the farmer, but confident that he will 
go far toward solving his problem by increasing the 
use of mechanical equipment in producing his crops. 





Drought Defers Recovery 


An Exclusive Statement to THE IRON AGE by Col. Leonard P. Ayres 


tant, factor in retarding the expected recov- 

ery in business activity during the months 
ahead is the drought spreading over the corn belt,” 
according to Col. Leonard P. Ayres, vice-president of 
the Cleveland Trust Co., Cleveland, in an exclusive 
statement to THE IRON AGE. 

“We have had many droughts in this country dur- 
ing the years past,” he said, “but probably none 
within the past half century of the proportions of the 
one being experienced at present. 


May Check Sales of Lighter Automobiles 

“Certain very direct and serious consequences 
would attend anything approaching a crop failure. A 
substantial proportion of the lighter automobiles are 
sold in rural districts and an impaired purchasing 
power of those areas would definitely restrict the auto- 
mobile production for the remaining months of the 
year. So far this year it has been the production of 
these lighter cars which has given the automobile in- 
dustry such vigor as it has possessed. With a shrink- 
age in the outlets for this output total production 
would be sharply restricted. Literally millions of 
wage earners are tither directly or indirectly depen- 
dent upon the automobile industry, and a return to 
relatively small schedules of production in that in- 
dustry would d.‘nitely impair the purchasing power 
of our industrial population. 


Little Effect on Railroads Likely 


“So far as the railroads are concerned failure of 
the corn crop would not seriously felt immediately. 


“6 . N unpredictable, and what may prove an impor- 


Perhaps 85 per cent of the corn produced in this 
country is fed to livestock and therefore is consumed 
within a comparatively short radius of where it is 
raised. This leaves only a small percentage to be 
shipped to market, most of which goes to nearby con- 
suming centers. As a matter of fact, a corn crop 
failure might increase car loadings somewhat, because 
farmers without corn probably would ship a more than 
normal quantity of their livestock to market. 

“A second factor which is assuming increasingly 
grave significance in the business prospect is the con- 
tinued decline in commodity prices. Already this de- 
cline has approximated the most severe and swift re- 
cession recorded in peace-time in this country, and it 
is unlikely that normal business activity can be re- 
stored until these prices have been stabilized. Three 
causes have contributed to this decline, but all of 
them have about run their course. 

“In the first place, 1928 and 1929 were years of 
extraordinarily high interest rates brought about by 
the hungry stock market which attracted funds from 
all over the world and thus created world-wide strin- 
gencies in money markets. This state of affairs al- 
ways impairs international financing and exercises a 
restrictive influence upon international trade and com- 
modity prices. This condition, however, has been defi- 
nitely reversed and a world-wide ease in money con- 
ditions now exists. 

“A second factor in the price decline has been the 
almost simultaneous capitulation to economic laws of 
the various schemes for maintaining prices. The 

(Continued on page 76) 


R. AYRES looks for reduced sales of automobiles to the communities 
affected by the prolonged and wide-spread dry weather, but in spite of the 
drought believes that general business for the next few months will swing with 


the swelling seasonal tide. 
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Speaking of Droughts 


By SAUNDERS NORVELL 


HE unexpected always happens. 
* * * 
In order to stabilize the price of wheat, the 
Government went into the market, bought wheat 
and stored it. The price of wheat nevertheless 
went down. There was overproduction. ‘The Govern- 
ment was faced with a heavy loss. Now, unexpectedly, 
we have a drought which will cut the corn crop short 


about 25 per cent. 
x ox * 


As a result, not only has the price of corn advanced 
but also the price of wheat. Wheat is being used to 
feed cattle on account of the shortage of corn. It now 
appears that after all the Government will make a 
profit on the wheat they bought. Nevertheless and not- 
withstanding, personally I do not believe in the principle 
of the Government getting into business and buying 
wheat or anything else to stabilize the price. It is my 
opinion that we are having entirely too much inter- 
ference in business by our political friends. Note the 
tariff fiasco. 

* * * 

The other day I read an article by an economist in 
Harper’s Magazine, in which he stated that for hun- 
dreds of years the state dominated mankind by tying up 
the church and the state. In other words, the state went 
into the business of religion. 


* * * 


Now, in modern times, after a divorce was forced 
between the state and religion, this writer states we find 
governments trying to perpetuate themselves and unduly 
control the people by forming alliances between business 


and the state. 
* * * 


Every day various governmental bureaus are sending 
questionnaires to corporations about their businesses. 
Of course you are not forced to have your bookkeeper 
and his assistants stop their regular work and lay off a 
week or two to compile the figures asked for. But receiv- 
ing these carefully: prepared questionnaires and all of 
the printed matter that comes with them, one cannot 
help but wonder how many useless bureaus the govern- 
ment must be maintaining to gather these figures that 
probably are very little used, and are of very little prac- 
tical value, especially when the finished conclusions are 
presented a year or two afterward. 

With a smile and a twinkle of the eye I must tell of 
a case where the Federal Trade Commission has been 


devoting a great deal of time to the investigation of a 
certain trade association. Months have been devoted to 
this investigation. Now the funny part is that when 
it came time to cease the underground investigations and 
come to the surface and ask for the papers of the asso- 
ciation being investigated, they found this association 
had shut up shop and retired from business for several 
months. Nevertheless, since the investigation has been 
started, it must be finished, and so the defunct trade 
association is still being investigated and probably in 
four or five months from now, or maybe some time next 
year there will be a report. This reminds one of the old 
story where a sight draft was made on a man and the 
report came back from the bank “This party is dead.” 
Two months later another sight draft was made through 
the same bank on the same party. This draft was re- 
turned with the notation, “This party is still dead.” 


Bo * * 


A gentleman called on me the other day and told me 
of a financial company that was loaning millions of 
dollars on manufacturers’ inventories. A part of the 
manufacturer’s own premises is set aside to hold the 
inventory, warehouse receipts are issued against this 
collateral, and on these receipts the loans are made. It 
is a very simple method of banking, by which the banker 
takes a very small risk. It was stated to me that in these 
days, when jobbers and retailers were only buying in 
moderate quantities, it was necessary for manufacturers, 
in order to keep their factories going, to accumulate con- 
siderable inventories during dull periods. This company 
does a large business with this class of manufacturers 
in financing these inventories. 


* * * 


Recently a comparatively small manufacturer, whose 
business has been running continuously for almost one 
hundred years, called and offered to sell me some pre- 
ferred stock in his company at par. This stock wis re- 
deemable at 110 and paid 7 per cent. With this preferred 
stock, this manufacturer offered to give me 25 per cent 
of my purchase in common stock. I told him the trouble 
with stock in a small manufacturing concern was that 
there was no market for it. Unless the inside stockhold- 
ers wished to buy, you could not sell. He then agreed 
to give me a letter stating that anytime I wished to sell 
my preferred stock at 110, he would take it off my 
hands himself. As this man was of high standing, I 
was surprised at his offer, and I asked him why he 
needed the money so badly. “Well,” he replied, “I need 
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more working capital in my business. I want just about 
$25,000 more. If I borrow this money from a bank, 
they will not loan it for more than three or four months, 
and when it was due I would not be able to pay it, and 
of course this would be embarrassing.” Then I asked tu 
see his statement, and I found that his assets were 

250,000, all clean, and his total liabilities were $12,000. 
This business was earning $25,000 to $35,000 per annum. 
I told him it would be a shame for him to sell the stock 
in this manner. It was not necessary. All he had to du 
was to make his arrangements with two good banks, 
borrow the money he needed from one bank, say for 
three months, and then if he could not pay it in that 
time, borrow the same amount from the other bank and 
pay off his first bank, in other words rotating between 
the two banks. Of course I said he would have to explain 
the matter to both banks. He replied that he did not 
think such a thing could be done, that he was now bank- 
ing with one bank and they had never told him how to 
finance his business. Taking up my telephone, I called 
one of our best banks, told the cashier of the case, and 
the answer was to send this man around. 

Recently I received a letter from the President of this 
bank, thanking me personally for sending them a new 
account, so I suppose my friend made his arrangements. 
Now the interesting thing about this story to me is first 
of all, that this manufacturer who had devoted all of his 
time to manufacturing, knew so little about financing. 
Next, that he did not talk to his own bank. And last, 
that the President of a very large bank took the time 
and trouble to thank me. for sending the account, while 
my friend the manufaeturer, having made satisfactory 
arrangements, has never written me a word. 

* * * 


It is a good idea when anyone does you a good turn 
just to write a.few words of appreciation. A baby 
happened to be named after me. Every Christmas it was 
my custom to send this namesake a check. Finally he 
grew up. “As usual I sent my check, but I received no 
acknowledgement. However, I found the check came 
back all right through the bank. The following year, 
I sent another check. Again there was no acknowledge- 
ment. The next year, when I went over my Christmas 
list I drew a pencil mark through his name. Later I 
heard through a member of his family he was very 
much disappointed in not receiving his check. Finally 
he wrote me a letter on the subject. My reply was that 
if someone sent you a present, after all it was a pretty 
good idea just to acknowledge it. His answer was that 
just at that time, being Christmas, he was very busy with 


his social activities. 
x * * 


It is interesting in these times when business is not 
coming so easily, to note how various merchants handle 
the situation. There was a new line of goods put on 
the market. The supply of these goods was limited, and 
was apportioned among various jobbers. In order to be 
fair to everybody, the manufacturer decided to ship all of 


the goods about the same date. One jobber wrote that 
he was in a hurry to receive his goods. The manufac- 
turer told him of his plan to ship all the goods at the 
same time. The jobber came back with a wire with 
instructions to ship his allotment by express. The manu- 
facturer learned afterward that upon receipt of these 
goods, this jobber immediately sent samples of the new 
line by express to each of his best retail customers. 
With this sample was a letter explaining the shortage 
of the goods and suggesting this merchant be the first 
in his town to show the new goods. Now, other job- 
bers are writing this manufacturer complaining that one 
jobber got his goods first, and in fact received them so 
early that retail dealers in their territory had the goods 
before these jobbers got theirs. This manufacturer 
smiled and said: “What do you think about that? Here 
is a case where one buyer used his think tank while the 
others did not!” But of course the manufacturer is 
blamed. 
* * * 

It is characteristic of the American temperament that 
they always go to extremes. That is why we have booms 
and also why we have depressions. Wise men who 
understand the American temperament make millions 
of dollars out of the American people. It is all so simple. 
The American temperament in boom times runs up the 
prices of everything to dangerous heights. Then the 
wise man sells out and cashes in. Then he waits. Then 
the American temperament, having turned pessimistic, 
sells out everything—and is sold out—and prices go 
down to way below fair values. Then the wise man, 
having cash on hand, quietly buys back all the things, 
stocks and merchandise, he has sold. One thing a great 
many people never seem to realize is that every time 
anything is sold, somebody is buying. People were buy- 
ing when the stock market reached dizzy heights, but 
others were selling. People are selling now when the 
stock market is af the bottom, but don’t forget—some- 
body else is buying. 

Another thing! These buyers who relieve the Ameri- 
cans of their securities in periods of depression, are 
usually very quiet. They just buy, put the stuff away 
in their tin boxes, and say nothing. 

* * * 


If the United States Government could divorce itself 
from politics and place some of the wise men in the 
country at the head of things, and then if the govern- 
ment should go into business, what a grand time the 
government could have selling stuff to the people when 
it was high and buying it back when it was low. The 
situation in wheat, outlined above, is an illustration of 
what would happen. 

Of course the Secretary of the Treasury, on account 
of government bonds and loans, has to enter the market 
from time to time. If you will just study the buying 
and selling of securities by the government, you would 
see how beautifully this system works. By the way, did 

(Continued on page 69) 
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In a playground like this, the 
hardware dealer finds a medium 
for increased sales. Furniture, 
linoleum, toys, chinaware, sten- 
cils, paint, varnish and paint 

MM” brushes may be sold by appeal- 

ing to parents through the 

children. 















MAKING 


PAINT SALES 
Through the Children 


By BERTHA ANNE HOUCK 















HEN you go to 
the movies, Mr. 
Hardware Dealer, 
do you ever stop 

to wonder why so 
many of the newsreel subjects pic- 
ture children? Whether you are 
fond of children, find them annoy- 
ing or, like most of us, are some- 





where between these two extremes, 
you must look at youngsters swim- 
ming, dancing, parading, and con- 
testing almost every night at your 
local theater. What do you think the 
reason for this is. The newsreel men 
are keen judges of what people are 
interested in. They have to be. And 
they realize that people live in and 


for their children and that anything 
which concerns little folk goes 
directly to the hearts of fathers and 
mothers. 

When you read the rotogravure 
section of your Sunday paper, do 
you ever stop to consider the amount 
of space given over to the poses of 
children? Your newspaper editor, 
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The hardware dealer should 

stress the fact that toys may be 

kept as shining as when new by 
an occasional coat of paint. 


too, knows his public. You may be 
sure that he will not publish any 
pictures or stories that are not likely 
to interest his readers. He has 
found that a child will win sympathy 
and admiration from the bulk of 
the public and that he cannot afford 
to neglect so vital a source of 
interest. 


Know Your Public 


Do you know your buying public 
as well as the newspaper editor 
knows his readers and the news- 
reel editor knows his audience? Do 
you ignore the children in your paint 
sales appeals? Or do you realize 
that parents will sacrifice their own 
needs and desires to satisfy those of 
their children and that you can reach 
their buying power through Susie or 
Johnnie more quickly than by any 
other means? 

One of the best ways of accom- 
plishing this is to carry children’s 
or nursery furniture in connection 
with your line of unpainted furni- 
ture. Even if at first the turnover is 
not as great on the children’s articles 
as on the other furniture, your in- 
vestment can be _ proportionately 
smaller. In selecting children’s fur- 
niture, parents do not demand the 
variety that they expect if they are 


choosing pieces for their own use. 
In addition, furniture for the young 
takes up less. room than do tables 
and chairs for the grown-ups. 

A parallel line of children’s dishes 
should supplement those for adults. 
This can be of one or two conven- 
tional patterns in open stock until 


the dealer sees how they will sell in 
his community. One pattern, at 
least, for the children should be a 
part of the linoleum line for use as 
floor covering for the nursery. 
Stencil designs and decalcomania 
transfers should include some youth- 
ful subjects to provide the final 
decorative touch. 

With this as a beginning, the 
dealer may make a very attractive 
set-up in his window. Using wall- 
board for a background, attractive- 
ly painted and stenciled in a nursery 
design, he can assemble a nursery or 
playroom, or combination of the two. 
A set of children’s furniture, partly 
painted and grouped with paint cans 
and brushes to indicate how it may 
be further finished, may have the 
table set with youngsters’ dishes. 
If the merchant carries a line of 
toys, these can further decorate the 
set-up. A built-in bookcase, filled 
with children’s books, gives passing 
parents further paint suggestions. 
If the dealer does not carry a line 
of children’s toys, he can indicate 
with a display of partly refinished 
toys how paint renovates the bat- 
tered kiddy-kar or the scarred doll. 

Of course, the hardware dealer 
must be prepared to give nursery 


and playroom color schemes as well 
as advice on decorating children’s 
bedrooms. Children have an instinc- 
tive liking for color. Gay shades or 
clear, soft tints are equally dear to 
childish hearts no matter what their 
age. In fact, one of the earliest 
sensory responses of the infant is 
to color. The juvenile room 
that is decorated with this in 
mind may be both charming 
and practical. Painted sur- 
faces will furnish color and 
at the same time provide a 
practical finish for walls or 
toys. These will be sure to 
suffer from their share of 
finger prints which may be 
satisfactorily washed off a 
painted surface. 

The dealer may suggest 
that pieces which his cus- 
tomer already owns can be 
done over or new unpainted 
pieces finished. Suggested 
decoration for a child’s bedroom is 
based on painted ivory walls and 
woodwork with a Dutch scene sten- 
ciled in delft blue on the dado. 
The furniture may be enameled in 
apricot and have analogous stencil 
designs on it in the same shade of 
blue. 


Playroom Decorations 


Pictures that express the adven- 
turous spirit of childhood may be 
cut from books or magazines, pasted 
oa the wall or on a piece of furni- 
ture and coated with varnish to 
preserve them and make them easily 
cleaned. These are especially appro- 
priate for the playroom, which may 
be built in the attic or basement if 
there is no special room to set aside 
for it. The playroom may be at- 
tractively decorated in the spirit of 
a wigwam or pirates’ den to stimu- 
late the imaginations of the children. 

It is only a step from the painting 
of the children’s room to the finish- 
ing or refinishing of their toys. The 
hardware dealer should stress the 
fact that toys may be kept as shin- 
ing as when new by an occasional 
coat of paint. Disputes over the 
ownership of certain toys may be 
ended if each child of the family 

(Continued on page 36) 
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In Charlottesville, Va., 
a town of 11,000 popu- 
lation, R. F. Harris & Co. 
put on a paint demon- 
stration that 


Created 


Women Paint Customers 
By Showing Them How To Use It 


EALIZING the increasing- 
ly important factor that 
women have become as 
potential buyers of paint, 
R. F. Harris & Co., a 

wide-awake hardware firm of Char- 
lottesville, Va., has taken definite 
develop feminine paint 
With the aid of E, C. 
representative of the 


steps to 
patronage. 
Mathews, 


Boston Varnish Co., whose products 
are sold by the store, a novel paint 
demonstration was conducted. It 
centered the attention of many 
Charlottesville housewives upon the 
firm’s paint department. 

The event was given wide pub- 
licity in the local newspapers, an- 
nouncing that a factory representa- 


tive would be in attendance to 


Housewives attending the demon- 
stration conducted by R. F. Harris 
& Co., Charlottesville, Va., became 
acquainted with the firm’s paint de- 
partment. Above: the window dis- 
play of painted articles which 
helped attract the large attendance. 


demonstrate the latest decorative 
finishes and to give expert advice 
on all painting problems. Another 
feature advertised in connection 
with the event was that every 
woman attending the demonstration 
on the final day at-a specified hour 
would receive a souvenir decorated 
in attractive finishes. 

During the first two days of the 
demonstration the souvenirs to be 
given away on the final day were 
being decorated in the store before 
fascinated groups of women visi- 
tors. The articles, thus decorated, 
consisting of some seventy-five 
objects, were of inexpensive nature. 
Some of these are shown in the 
accompanying illustration on dis- 
play in the Harris show window. 
The articles embraced several types 
of vases, water bowls, pitchers and 
similar items made of pressed glass 
which may be purchased anywhere 
at a cost not to exceed ten cents 
each. These were then finished in 
variegated colors, utilizing the dip- 
ping method of decorating, which 
was described in detail on page 38 

(Continued on page 62) 

















HarpDwarE AGE for AUGUST 21, 1930 33 








N. V. RICHARDSON 


N this home land of ours the 
urge for color was never more 
apparent than now. Any hard- 

- ware man selling paint can see 
the trend. Judging by the 

present drift, we shall soon out- 
color the variegated hues that have 
for years pleased the fancy of the 
Europeans and South Americans. 

From a tentative beginning, such 
as painting old or odd pieces of fur- 
niture, the color idea has grown until 
not only interior walls and ceilings, 
but outer walls and roofs, reflect 
the studied effort of the color- 
scheme artist. 

And why shouldn’t we hunger for 
color? It brings us closer to the 
plan of the Almighty, for surely He 
created the various hues for us to 
enjoy. It would be a bleak old 
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Well balanced and attractive as to color, this window of paint 
was used successfully by J. Russell & Co., Holyoke, Mass. 


) CAsH IN on Cotor 


By N. V. RICHARDSON 


5747 Prospect Avenue, Kansas City, Mo. 


Three and Four Hues to the House Are Advocated 
by This Kansas City Hardware Dealer Who in His 
Paint Merchandising Effort Practices What He Preaches 


them. Suppose, 
inconceivable 


world without 
through some 
calamity, color would be made to 
disappear from all our flowers. Its 
blight on the human mind and soul 
would be immeasurable. 

So, in this present-day attempt to 
put color into home decorations, we 
are only adding cheer to our domes- 
tic surroundings while we continue 
to ‘save the surface” as of yore. 


But to get the real charm of color 
work in house painting, the scheme 
should call for a three-color layout, 
each hue to blend or contrast proper- 
ly with the others. Color discord, 
of course, would mean wasted ex- 
pense and effort. 

To brighten the average bunga- 
low with a body of light gray, trim 
of pearl gray, shutters of pea,green 

(Continued on page 62) 
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Paint is RAPIDLY BECOMIN 


HERRICK’S MOST IMPORTANT 


EN years ago, there was 

little to indicate that the 

then unassuming paint 

department in the 
pioneer hardware establishment op- 
erated by John A. Herrick, South- 
ampton, Long Island, N. Y., was 
destined to become the most im- 
portant in the store. After handling 
paint in an inauspicious manner for 
a couple of years, Mr. Herrick in 
1920, decided that the line offered 
a splendid opportunity for profit 
and he resolved to merchandise it 
aggressively. A small _ skeleton 
stock of miscellaneous brands was 
then on hand as the firm had been 
somewhat dilatory in its paint sell- 
ing efforts. Being convinced that 
carrying one brand of paint prod- 
ucts in a complete line was the best 
policy, the old assorted stock was 
closed out and the store started 


carrying one well known brand of 
quality paints. 


Growth of Paint Trade 


Results the first year, under the 
new policy, were far from astound- 
ing, as the firm’s record of purchases 
discloses that less than $600 worth 
of paint products satisfied the con- 
sumer demand. The advantages of 
the concentrated buying policy be- 
came more apparent in the years 
that followed. For example, con- 
trast the first year’s purchases, with 
those to Aug. 1 of this year, which 
amounted to $6,389.50. Basing a 
conservative estimate on the latter 
figure, purchases this year will ap- 
proximate $8,000. The increase 
shown in the comparative figures 
indicates what the future holds, ex- 
plaining why the firm believes that 
the paint volume bids fair to exceed 


the business transacted in any other 
major department. The _ reader 
should keep in mind that the sum- 
mer population of Southampton is 
about 5000, which dwindles to about 
2500, during the winter months. 

It is rarely that any two hardware 
merchants, who have established an 
enviable record in merchandising 
paint, will largely attribute their 
success to the same essential factor. 
Most often a combination of fac- 
tors is mentioned. This combina- 
tion usually includes: Quality 
products, fairly priced; complete 
stocks; window displays; direct-by- 
mail media; newspaper advertising ; 
competent painting advice, and the 
fair and courteous treatment of cus- 
tomers. 

In this respect, Mr. Herrick’s 
reply to a similar question, differed 
from the usual answer, as he re- 
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plied: “We feel that concentrating 
on one well known brand of quality 
paint has helped us more than any 
other one thing. We carry the one 
line exclusively and our sales efforts 
are directed to pushing the featured 
line in every paint product, for 
which we have a call. For a time 
at first, we were rather dubious that 
our customers would accept the one 
brand in every product that they 
might require. However, we found 
that the many advantages of the 
policy far over-weighed all appre- 
hension on this score. For one 
thing, it has enabled us to do a fat 
more profitable paint business, due 
to the fact that we receive an accum- 
ulative discount check at the end of 
the year, which is based on the 
amount of paint products purchased 
from the one manufacturer. 

“In a comparatively short time, 
our customers became’ convinced 
that the line of paint products sold 
by our store could be depended upon 
to serve their intended purpose 


[TILINE 


SHERWIN- WILL JAMS 


equally as well as any other. We 
have educated our patrons to this 
fact and they row accept the line 
we handle without the slightest hesi- 
tation. We found that most paint 
customers were familiar with the 
excellent reputation enjoyed by the 
manufacturers of the line and to 
this we added our own recommenda- 
tion. 


The Price Question 


“In our store, the price question 
seldom enters into a paint transac- 
tion. It has been our policy to 
establish a reputation for quality 
goods, by confining our stock, for 
the most part, to high grade mer- 
chandise. As a natural result, we 
have developed a following, with 
which, satisfactory service from a 
quality article is considered more im- 
portant than a low price. Our prices, 
of course, are kept strictly in line 
with those suggested by the manu- 
facturer and we have the satisfac- 
tion of knowing that other dealers 
will not offer the identical brand at 
lower figures. We firmly believe 
that when you sell a customer high 
grade paint that you are making a 
friend for the store, whereas if you 
sell a cheap paint you are taking a 
chance at making an enemy. We 


eras 





emphasize, of course, that quality 
paint is more economical when ser- 
vice is considered. 

“In stimulating the paint demand, 
we employ nearly every medium 
which has genuine merit. Window 
displays play an important part. In 
these we make an effort to feature 
paint in a manner that compels at- 
tention. We try to avoid displays that 
might be described as ‘just another 
paint window.’ We also run-a 
weekly advertisement on paint ex- 
clusively, in our local newspaper, 
and have found this a worthwhile 

We make it a rule to main- 
(Continued on page 62) 


practice. 





How Herrick’s Paint Pur- 
chases Have Increased 
From Year to Year 


1920. . $ 544.80 
1921.. 1455.46 
1922... 2521.57 
1923. 2459.51 
1924. 2466.05 
1925 3051.64 
1926. 3356.05 
1927... 3533.81 
1928 3978.51 
1929 4678.01 


1930 (to Aug. 1) 6389.50 











“We try to avoid dis- 
plays that might be 
described as just an- 
other paint window,” 
says John A. Herrick, 
of Southampton, Long 
Island. This is one of 
the well arranged win- 
dows of the Herrick 
store. On the opposite 
page is a photo of the 
paint department of 
the same store. 
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Paint is Rapidly Becoming Herrick’s Most Important Line 


tain a very complete and up-to-date 
mailing list of paint prospects and 
this list is circularized at frequent 
intervals with several types of sales 
literature provided by the manufac- 
turer. When we learn of any con- 
struction projects we make it a 
point to call on the builders imme- 
diately and endeavor to sell them the 
paint which will be required. We 
also personally solicit the paint busi- 
ness from the numerous large 
estates and country places in our 
territory. As a usual thing such 
places are kept spick and span and 
most of them paint every year 
whether the places need it or not. 
When the proper time arrives, we 


(Continued from page 35) 


know that they are thinking of paint 
and we pay them a call. Usually we 
are successful in securing a nice 
order as a considerable quantity of 
paint is needed for such jobs. 
“Having a very complete line is 
a decided asset and doubtless brings 
us considerable paint business, which 
might go elsewhere if our stock was 
less complete in any respect. We 
are also fortunate in having sales- 
men who are competent to advise on 
any painting or decorating prob- 
lem. Two of our salesmen, Walter 
Phillips and Frank Schug, have been 
through the paint factory and have 
made quite a study of paint. This 


has enabled them to serve paint 
prospects in a well versed and effi- 
cient manner. William Kiernan, who 
assists about the store, has served 
our firm or its predecessors for 
fifty-one years and his experience 
is another asset to the paint depart- 
ment. In fact, Walter and Frank 
have had so much to do with our 
success with paints, that I have 
divided our accumulative discount 
check with them. In my estimation 
they are just as deserving of it, or 
more so, than I am. It is largely 
through their efforts that our paint 
volume has shown a gratifying in- 
crease from year to vear.” 


Making Paint Sales Through the Children 


chooses a color for his toys. Betty's 
playthings may be: painted light 
green; Jack’s blue and the baby’s 
yellow. Only an outburst of gen- 
erosity, therefore, should find the 
toys in any but the owner’s hand. 

A hardware dealer in the Middle 
West recently pulled a stunt that 
got him the goodwill and trade of 
all the parents in the community. He 
announced a toy renovation week 
and offered to refinish one toy for 
each child in the neighborhood free 
of charge. Kiddy-kars, battered and 
worn, Noah’s Arks that had seen 
better days, dolls with unnaturally 
pallsd faces, and many other types 
of toys were brought in by children 
of all ages. The cost to the dealer 
amounted only to the total for fast- 
drying lacquer and the salary of a 
handy man to apply it. It was found 
that the returns far outweighed the 
nominal expenditure required by the 
idea, which brought both the chil- 
dren, and through them, their 
parents, into the hardware store to 
buy, in a mood of good will and 


trust. 


(Continued from page 31) 


Another hardware merchant, who 
realized the importance of selling 
hardware through the children, de- 
vised this stunt to puli trade: He 
engaged a man to demonstrate in the 
window, every afternoon for a week, 
after school was out, a_ simple 
method for building a dog house, a 
bird house and a rabbit hutch. The 
local retail lumber merchant co- 
operated with him and shared the 
expenses of the project and the ad- 
vantage of the advertising. While 
the construction was being demon- 
strated in the window, the materials 
—paint, turpentine, varnish, stain, 
brushes, nails, screws and tools, as 
well as pieces of lumber—were dis- 
played inside, along with mimeo- 
graphed instructions, diagrams and 
specifications for building. These 
were so simply and clearly presented 
that even the youngest customer, 
just able to read, could follow them 
satisfactorily. 

And the children came... They 
came in flocks, blocking the side- 
walk outside to watch the perform- 
ance in the window. Next day the 


sales started. Dad had been con- 
sulted that night and in most cases 
had willingly furnished the neces- 
sary cash, happy to contribute to 
the cause of keeping little hands and 
minds practically occupied. So the 
profit of the sales which resulted 
from the demonstration more than 
took care of the cost of the demon- 
strator and his materials. Nor were 
the results all immediate. In their 
far-reaching effect, they brought the 
parents into the dealer’s store to buy 
more than material for bird and 
dog houses—paint, varnish and other 
hardware supplies that furbish the 
human home. ; 


A South Dakota hardware mer- 
chant carries a $150 stock of paints 
and varnishes. The paint is dis- 
played in the center of the store, 
with low tables for the varnish cans. 
Annual sales run above $1,300 on 
this small stock. The attractiveness 
of the center display furnished prac- 
tically all the preliminary stimula- 
tion for paint business. 
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Wasted Time and Mounting Overhead 


By LLEW S. SOULE 


Mention the subject of waste to the average retail 
merchant and he immediately thinks of paper and twine, 
electric lights or the giving of overweight. The idea 
that time has any connection with waste seldom occurs 
to him. 

Nevertheless, among the heaviest items of expense 
in merchandising are those which come from wasted 
time; time which is paid for but not properly utilized. 
Idleness in business always costs money, and it makes 
little difference whether that idleness is voluntary or 
enforced. 


All retail stores have their “rush” and “slack” periods. 
The size of the sales force is usually based on the num- 
ber of salesmen needed to wait on trade during the 
busy periods. However, unless those salesmen can be 
kept busy on a profitable basis, during all the working 
hours, there is a time waste which adds materially to the 
store overhead. . 

There is plenty of work to be done around a store in 
addition to actual selling; there are hundreds of other 
tasks, incident to selling: It isn’t necessary to mention 
them; you know what they are. And yet, in thousands 
of hardware stores there is a heavy daily toll of idleness 
and misdirected effort, which cannot in fairness be 
charged to employees. 

To be sure, there are some lazy retail salesmen, just 
as there are lazy individuals in all walks of life. There 
are even some lazy merchants. At the same time, the 
majority of retail salesmen are both honest and industri- 
ous. What they need is “direction.” They are not sup- 
posed to manage the business; that is the merchant’s 
job. Asa result they waste valuable time because no one 
has assigned them definite tasks and responsibilities. 

Often the arrangement of the store is responsible for 
wasted time. Seasonable goods are placed where they 
are not easily accessible; fast selling goods are stored 
in out-of-the-way places. In the majority of cases, 
however, the responsibility for wasted time rests directly 
on the store management. It is only when a store is 
properly arranged, with salesmen working on a definite 
schedule under proper direction, that time wastes can 
be fairly charged to the employees. 

There is however, another very expensive waste of 
time iri distribution, that deserves serious consideration ; 
a waste connected with buying and selling which involves 


the time of traveling salesmen as well as merchants. 
Undoubtedly there are some salesmen who waste the 
time of busy merchants. At the same time there are some 
merchants who waste the time of salesmen by puttering 
at minor jobs which could readily be postponed. 

Every merchant must have certain sources of supply. 
He must buy goods before he can sell them. It is gen- 
erally conceded that traveling salesmen are necessary 
factors in the present distribution plan. If through the 
cooperation of merchants, these salesmen can use their 
time constructively, without unnecessary encroachment 
of delay, the sources of supply can reduce their overhead, 
which is part of the general overhead of hardware dis- 
tribution. , 

The retail merchant has a right to expect that his 
sources of supply will cooperate with him in order that 
the goods may reach the consumer at the lowest prices 
consistent with fair profits. At the same time his sources 
of supply have the right to expect an equal amount of 
cooperation from the merchant, in their efforts to lower 
distribution costs. 

True, a merchant cannot buy from every salesman who 
calls. He can, however, make it a point to see each sales- 
man as promptly as possible and, if interested, arrange 
a definite time for an interview. The salesmen can then 
apply the bulk of their time to constructive work rather 
than expensive waiting. 

In many stores the merchant is the only one authorized 
to buy goods for stock. If he assumes the role of 
“buyer” he should also assume the responsibilities which 
naturally go with buying. Chief.among such responsi- 
bilities is that of being readily accessible to salesmen who 
represent his sources of supply. Another responsibility 
is to see that in his dealings with salesmen, neither his 
time nor theirs is wasted. 

Be that as it may, there is a tremendous waste in dis- 
tribution due to unnecessary encroachments on mer- 
chants’ time, and to enforced idleness of traveling sales- 
men. This waste could easily be eliminated by the right 
kind of cooperation. Profits in a hardware store depend 
upon two things: proper management and a reduction 
in the general overhead of hardware distribution. 

Waste—including the waste of time—must be reduced 
before there can be any great increase in profits. 
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A political picnic, a baseball game and a rainy day failed to stop an 
attendance greater than the total population of Independence, Mo.— 
12,000—at the opening of the Bunting Hardware Co.’s new branch store. 


Since then 


VISITORS 


HEN the Bunting 
Hardware Com- 
of Kansas 


pany 
City opened its 
branch store in 


Independence, Mo., a town of about 
12,000 population, 15,000 people 
attended the opening. This success- 
ful opening of a branch store is not- 





are coming 


back as 


able in itself, but when conditions 
surrounding it are considered—a 
downpour in town and a political 
picnic out of town—it is remarkable. 

Speaking of the event, Charles B. 
Shaeffer, president of the company 
said: ‘The method of opening and 
the plan prior to and on opening 
day was arranged months in ad- 


CusToM 


vance. We used promotional ad- 
vertising to sell the people of Inde- 
pendence on our new store and at 
the same time create in their minds 
an interest or a desire to see the 
store. 

“On opening day we used a one- 
page ad. In this ad we used the 
local elément: the officers and em- 
ployees who are living in Indepen- 


Crowds continued to stream through the 
store all day 
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by LUCILLE E. 
MAC NAUGHTON 


WERS... 


dence, to break down any chain 
store feeling that they might have 
and to make them feel more a part 
of the institution. Along with this 
special gifts, etc., especially for the 
children always attract great inter- 
est and create a desire to get some- 
thing for nothing. Coffee service 
fills another niche. Biscuits and 
cake along with a special demonstra- 
tion for the women attract another 
group. 

“The opening is based on mass 
program and seems to appeal to the 
people in the same way. Merchan- 
dise is put on sale at exceptionally 
good prices. This is also a good 
drawing point.” 

The big secret of the Bunting 
store opening being attended by 
such an enormous crowd, was the 
fact that they gave away so many 
souvenirs. 


Getting the Crowds 


They advertised in the newspapers 
that they would give away over 
42,000 souvenirs and I know that 
this was a big drawing card. That, 
coupled with curiosity, did bring in 
an immense number of people. 

One reason that they were able to 
secure such a big crowd in Indepen- 
dence, Mo., and in Kansas City, 
Kan., the first branch to be opened, 
at the opening of these branch 
stores, was that both of these cities 
have one thing in common with 
every small town. 

Every one in the country for miles 
around, comes up to town on Satur- 
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A Ham Ova Iam ~~ BUNTING’S — 


WE CORDIALLY INVITE YOU TO THE OPENING 
OF OUR INDEPENDENCE STORE 


TOMORROW, SATURDAY, MAY 17| Tomorrow. Seturdey, 9 1m t9 P-M.|42,000 Useful Souvenirs Will Be 





At § o'clock, Saturday morning, our new hardware department 
store will be opened on the South Side of the Square. 


We have installed the latest styles and designs of Dubuth fin- 
tures Every piece of merchandise is displayed in the store so that 
you may not only see the article plainly, but may handle it as much 
1s you please 

Every detail is planned to belp you save. We save you time 
and energy in selecting. We seve you money on your purchase. 
Your goods are ready for you ins minimum of time or delivered 
to your home at your request 

We buy in such enormous quantities thet we can sall ot rock 
bottom prices 

Our customers are sure of quality because we buy only standard 
high grade nationally advertised merchandise which is sbeolutely 
guarentee by the manufacturers 
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Men, Women And Children 
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ery Special Low Prices in Every Department 
to Calorate the Opening of Our New Store 
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‘THIS IS ONLY A PARTIAL LIST 
FOR THE BOYS AND GIRLS 
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Ter @ Limited Time Only . 
BARS CRYSTAL WHITE SOAP 
Each Washer Seid on Opening Day. 
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Let ws help you solve your painting problems. 
SOLD BY BUNTING'S FOR OVER 15 YEARS 

















Bunting Hie cdorane Company 


SOUTH SIDE OF THE SQUARE =—-z 





109 WEST LEXINGTON STREET 





All the publicity for the opening of the Bunting Company’s branch 
store in Independence, Mo., was writtén by Lucille E. MacNaughton, 
author of this article. 


day and almost every one in town 
goes up on the main streets to shop, 
to attend the picture shows and to 
window shop. 

They keep the stores open until 
9 o'clock in the evening and so 
Buntings had not only the town to 
draw from, but as both of these 
towns are a part of greater Kansas 
City, with a population of over one 
half million, they knew there were 
plenty of people besides the local 
and suburban crowd if they cou!d 
only draw them in. 

Buntings believe that you might 
open a store and keep it open for 
six months and three-fourths of the 
people in town would never know 


there was a, new store in town, but 
that if they opened with a big fan- 
fare and made it interesting for the 
people to come in, the new store 
would be firmly impressed on their 
minds, and if they needed hard- 
ware, house furnishings and all that 
sort of thing in the future, the 
chances would be that they would 
come back to the new store, espe- 
cially if there had been something 
outstanding about their first visit, 
to make them remember it favor- 


ably. 

Thousands of the souvenirs were 
sent to the Bunting store by the 
manufacturers from whom they buy 
merchandise, to be used for the 
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CHARLES B. 
SCHAEFFER 


President of 
the Bunting 
Hardware Co. 









opening and for that reason they 
were distinctly hardware items. 

It may sound rather queer to say 
that they had more visitors in the 
store than the entire population of 
the town, but it is the truth. There 
was a constant stream of visitors 
from the hour of opening the store, 
on through the day, and at nine 
o'clock the store was still pretty well 
crowded. 


Handling the Youngsters 


In spite of the drizzling rain, two 
men with gas machines stood in the 
doorway of the store, and _ filled 
balloons with gas for the children, 
until they had given out 2500. These 
long lines of youngsters reaching 
far down the block in each direc- 
tion, excited the curiosity of the 
elders, naturally. 

Filling the balloons outside the 
store was instrumental in keeping 
the children out and they were not 
encouraged to come in either. The 
opening was distinctly for the eld- 
ers, with the exception of the hal- 
loons. 


For children who came with their 
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General view of the branch store, in Independence, Mo., of the 


Bunting Hardware Co. 
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parents there were tops, toy air- 
planes and gifts of that sort. 
Giving something away, always 


meets a responsive chord in people 
and the things the Buntings gave 
certainly had a big appeal. Serving 
tiny cups of coffee, demi-tasse size, 
and tiny biscuits, piping hot, to- 
gether with a sample of angel food 
cake, brought in a great many 
women. 

The carnations for the women 
were given out from the balcony, 
over 2000 carnations in all, and 
every one who received one, had to 
make the tour of the store in order 
to be presented with one. 

There was quite a bit of publicity 
in the Independence newspapers and 
also in the Kansas City Star and 
Times. The latter papers cover 
greater Kansas City and the sur- 
rounding trade territory. There 
were small ads in the Star and 
Times and also in the Independence 
papers during the week preceding 
the opening, and one full page on 
I'riday, just before the opening 
date. 

These give-away items no doubt 







ERNEST 
BROWN 


Manager of the 
Bunting Hard- 
ware Co.’s 
branch store in 
Independence, 

Mo. 





played a large part in drawing the 
crowds. 

The visitors were practically all 
new to the Bunting stores. 

Acting as hosts with the Buntings 
were a number of salesmen repre- 
senting the different lines of mer- 
chandise carried by the Bunting 
stores, and hardware men from 
other cities who were interested in 
the methods used by the Buntings in 
establishing their series of “nabor- 
hood” hardware stores. 


Going to the People 


“We realize that the people can 
not all come to us at our big down- 
town store,” said Charles B. Shaef- 
fer, president and general manager 
of the Bunting stores. “Parking is 
a very difficult proposition and for 
this reason, we are endeavoring to 
locate our branch stores just as con- 
veniently for our patrons, as the 
corner grocery or the neighborhood 
drug store.” 

The Duluth show cases were all 
built especially to order to fit the 
exact space and are most compactly 
arranged, yet every item of mer- 
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chandise in the store is_ readily 
accessible. 

H. W. Morsman, southwestern 
representative for the Duluth Show 
Case Co., Duluth, Minn., showed 
how the fixtures were all specially 
built to fit this mdoel store. These 
fixtures were praiseworthy for their 
simplicity and efficient design. 

Entering the store you are at 
once impressed by its neatness and 
cleanliness, its attractive woodwork 
and fixtures, and the compactness 
and variety of stock, for small as 
this store may be, it has not only 
a complete tool department, but 
builders’ hardware, bath room fix- 
tures and plumbing supplies. It has 
a complete sporting goods depart- 
ment, a paint department, cutlery 
and kitchen furnishings which in- 
cludes everything from a big, white, 
porcelain refrigerator and kitchen 
range down to a clothes pin or an 
egg whip. 


The Store Arrangement 


There are glassed-in cases set in 
the walls, cases with green felt 
doors, neatly sampled and sections 
arranged with open shelving. 

Down through the middle of the 
store run two long counters with 
open tops and an aisle between. 
The end near the front door is closed 
with a half oval show case of plate 
glass, creating a horse shoe effect 
and giving an opportunity for the 
display of fine cutlery, kitchen 
novelties and fine electrical goods. 

Coming into the store you notice 
at once its light and airy appear- 
ance for the ivory ceiling and walls 
of buff colored California stucco, 
make the long room quite light and 
very attractive. 

All of the fixtures are of silver 
grey with an occasional dash of 
Chinese red, which lends a note of 
color that is very pleasing. The 
woodwork is of soft light green and 
buff. The balcony is all finished in 
green and buff and the open wall 
cases are lined with Chinese red. 

Just beyond this cutlery of all 
descriptions is displayed on green 
felt doors. Knives of all sizes are 


(Continued on page 60) 





DEAN S. PADEN, OF ATLANTA, GIVES HIS 
IMPRESSIONS OF THE OPENING OF 
BUNTINGS NEW BRANCH 


Mr. Charles J. Heale, Managing Editor, 
Hardware Age, 

239 W. 39th St., 

New York, N. Y. 


Dear Mr. Heale: 


When Mr. Charles B. Shaeffer wrote me that he was opening a new store 
in Independence, Mo., on Saturday, May 1|7th, and that he had made plans 
to entertain twenty thousand people, I did not believe that any Hardware 
concern could get that many people to come into a branch store in one day, 
if the branch were located in a town the size of Independence, because R. G. 
Dun gives the population of this little city as twelve thousand. 


Charlie had made two visits to look over our own stores here in Atlanta, 
and | decided that if he did have some plan whereby he could put such an 
enormous crowd into a branch store, | wanted to see how it was done. My 
interest was particularly aroused when he said that if | myself wanted to get 
into the store at all, | had better get to Kansas City Friday, because my 
chances would not be very good for getting in Saturday. 


When Mr. Shaeffer came by the Hotel in Kansas City for me before seven 
o'clock Saturday morning, he looked just a little pale around the eyes, be- 
cause the day had broken cold, and a nasty drizzle was making things 
quite uncomfortable. 


During our ten mile ride out to Independence the weather became increas- 
ingly disagreeable, the drizzle turned into a heavy downpour and the further 
we went the sorrier | got for Charlie, because | felt that most of the hard 
work that had been done in preparing for the opening of this store would 
be wasted. 


The store itself is the most attractive Retail Hardware store I was ever 
in. The ceiling is cream with green walls, the fixtures are silver gray 
trimmed in Chinese red. Open top display tables and side wall sample 
boards are used. The store is perfectly arranged, having been laid out in 
advance to the square inch, each item being assigned to a particular place. 


When the store opened at nine o'clock the downpour had stopped but the 
weather was still disagreeable. In spite of the drizzling rain the crowd had 
already collected before the front door. As the doors were opened men were 
stationed on the front side walks liberally supplied with gas balloons which 
they filled from tanks of compressed gas and distributed to the long line of 
children. Several thousand balloons were given away and all day long there 
was a line of kids leading up to the tanks. 


Salesmen were stationed at the entrance to secure the names, addresses 
and telephone numbers of all visitors. These were dropped into boxes, one 
each for men, women and children; later on to become the permanent mail- 
ing list for the new branch. 


During the morning I was so busy helpigg get names and watching the 
wheels go around that I had no opportunity of getting an accurate check on 
the number of people coming in. About two o'clock the crowd had slacked 
up just a little and I was able to make an accurate check. By that time the 
people were coming in at a rate that would mean nine thousand five hundred 
visitors for the day. At other times during the afternoon the check showed 
people coming in at the rate of one per second, so that in spite of the 
handicap of bad weather and in spite also of the fact that a political picnic 
had taken a great crowd of people out of town for the day, | estimate that 
nearly fifteen thousand people were in the store. 


On the balcony in the rear, four people were kept busy until nine o'clock 
that night giving away souvenirs to all visitors. | suppose they must have 
distributed between thirty-five and forty thousand items. Coffee was also 
served from the balcony all day, and a demonstrator made and gave away 
several hundred biscuits and as many cakes as she could bake. 


At eight fifty-five, five minutes before closing time, through the rain 
people were still coming in. 


While the object of the opening was to acquaint the entire town and sur- 
rounding district with the fact that Bunting had opened a new branch in 
Independence, and while it seemed impossible that even with thirty-six Sales- 
men, any merchandise could be sold with so many people in the store, the 
check up showed that profits on the sales for the day had taken care of all 
expenses. 


I have been in the hardware trade from early childhood, but I have never 
seen a more interesting or inspiring sight than I witnessed on May 17th 
when more than the total population of Independence, Mo., visited a hard- 


ware store. 
Yours very truly, 


KING HARDWARE COMPANY 
Dean S. Paden, 


DSP-RM Vice-Pres. & Gen. Mgr. 
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WILL T. HEDGES DEAD; 
WELL KNOWN IN TRADE 
Will T. Hedges died Aug. 
11 at his home, 52 E. 5th St. 
Corning, N. Y. Death re- 
sulted from a bullet fired by 
Mr. Hedges, it is believed, in 
a period of despondency. His 
wife found the body on the 


WILL T. HEDGES 


floor of the library. A_ phy- 
sician who was summoned pro- 
nounced Mr. Hedges dead. 

Mr. Hedges was born in 
Mansfield, Ohio, in 1873. He 
married in 1909, at which time 
he was living in Providence, 
R. I. His business career 
started with Landers, Frary & 
Clark, New Britain, Conn., as 
manager of sales and manager 
of the New York office and 
metropolitan district. He left 
that concern to go with the 
American Stamping & Enamel 
Co., as directing sales manager, 
with headquarters in Wheeling, 
W. Va. In 1915 he left that 
company to go with the Corn- 
ing Glass Works, Corning, 
N. Y. as director of sales of the 
Pyrex division. 

He was an important figure 
in the steady and rapid growth 
of that unit when its product 
was first being offered to the 
commercial trade. In March, 
1925, he left the Corning firm. 
The following June he joined 
the H. P. Sinclair Co. as di- 
rector of marketing. Two 
years ago he left the Sinclair 
organization to devote his time 
to stock market operations. 

Mr. Hedges is survived by 
his wife, his mother, two sis- 
ters and a_ brother. 
years he made his home 








For 15| 
in | 


Corning, during which time he 
was very active in many civic 
affairs. He took an important 
and active part in the Corning 
Chamber of Commerce, Masonic | 
organizations and the Corning 
Country Club. 


TRADE SECRETARIES TO 
MEET SEPTEMBER 24.27 


American Trade Association 
Executives, an organization of 
secretaries and managers of the 
leading trade associations of 
the United States, will hold its 
eleventh annual convention at 
the Clifton House, Niagara 
Falls, Ont., Sept. 24 to 27. The 
general session of Sept. 24 will 
be opened by Alfred Reeves, 
secretary and manager of the 
National Automobile Chamber 
of Commerce, whose subject 
will be “Facts, the Basis for 
Business Improvement.” 

The feature of the conven- 
tion will be several group 
luncheons to discuss the topic, 
“What Is Ahead Tomorrow?” 
The group meeting represent- 
ing the construction members 
will be presided over by Charles 
IF. Abbott, American Institute 





of Steel Construction and that 
of the machinery and equip- 
ment industries will have as its 
chairman Ernest F. Dubrul of | 
the National Machine Tool 
Builders’ Association. 

A program of plant visits is 
scheduled, and there will be 
special illumination of Niagara 
Falls for the entertainment of 
those attending the convention. 


F. L. LAMSON PASSES 


Frederick L. Lamson, 59, died 
at the Union League Club, Chi- 
cago, Ill., on August 14, where 
he had been a guest for several 
days. His death was attributed 
to heart disease. Mr. Lamson, 








a native of Jasper, N. Y., had 
held responsible positions in the 
rubber and druggist equipment 
fields, where he was very well 
known. 

He had been cost accountant | 
for the B. F. Goodrich Co., 
Akron, Ohio. 
treasurer of the Norwalk Tire | 
& Rubber Co., Norwalk, Conn., | 
and then assistant to the presi- | 
dent of the Kendall Co., Bos- | 


. | 
RALSTON IS PRESIDENT | 
OF REYNOLDS WIRE CO. 
John G. Ralston has been 
elected as ‘president, Reynolds 
Wire Co., Dixon, IIl., to suc- 
ceed the late Douglas Gray 
Harvey. J. F. Bennett is the 
new treasurer and L. G. Mc- 


JOHN G. RALSTON 


secretary and 
Mr. Ralston is 
well known, having been an 
active participant in all the 
major hardware conventions. 


Donald is now 
sales manager. 


NEWTON NORMAN WILL 
REPRESENT KEN-RAD 


R, E. Smiley, sales manager, 


The Ken-Rad Corp., Owens- 


boro, Ky., has anounced the ap- 


for the States of eastern Penn- 
sylvania, lower New Jersey, 
Delaware, Maryland and_ the 
District of Co'umbia. Although 
new to the radio industry, he 
has had much experience in the 
paint industry. For the past 
three years he was with the 


Murphy Varnish Co., Newark, | 


N. J. With that concern he 


| was highly successful in in- 


creasing sales in the territory 
which he covered. 


P. W. MEYERINGH VISITS | 


Later he become | HERCULES HOME OFFICE | 5, 


P. W. Meyeringh, manager, | 
N. V. Hercules Powder Co., 
Rotterdam, Holland, w hich| 


| 
| 
| 
pointment of Newton Norman, | 


SEVENTY DEALERS AT 
CENTRAL N. Y. MEETING 


Seventy hardware retailers 
and several travelers for whole- 
sale distributing houses at- 
tended the meeting of the Cen- 
tral New York Hardware As- 
sociation at the store of B. F. 
Metcalf & Son, Inc., Chitte- 
nango, N. Y., Aug. 11. Ron- 
ald B. Mattison, a dealer of 
Newark, N. Y., the speaker of 
the evening, told concisely and 
interestingly of a special sale 
which his house conducted in 
May as a preliminary to a 
change in the store policy. 

Mr. Mattison told how large 
posters, extensive mailing of ad- 
vertising matter, closing of the 
store for a day to emphasize the 
event, handling of the prepara- 
tions by the store staff resulted 
fn a profitable sale. He in- 
formed his listeners that the 
company marks all its merchan- 
dise at two prices, the “regular” 
price, at which they are wil- 
ling to extend credit for the 
usual period to any responsible 
customer, and the cash price, 
which is 4 per cent less than 
the regular figure. He reports 
that their total volume for 1930 
| is larger than in 1929, as of 
| July 1. 
| Prior to the meeting dinner 
ee served in the Metcalf of- 
| fices, with Mr. and Mrs. Met- 
| calf acting as hosts to the en- 
tire ~party. 





McNEIL IS PRESIDENT, 
ILLINOIS IRON & BOLT 


Howard C. McNeil, vice- 
| president, Illinois Iron & Bolt 
| Co., Carpentersville, Ill., has 
| been elected president of the 
| company to succeed John F. 
Fierke, who has been elected 
chairman of the board. H. A. 
Rice, second vice-president, has 
| been elected first vice-president 
to succeed Mr. McNeil. 


FRANK FIEBERGER DIES 
Frank Fieberger, 74, presi- 


| dent, May-Fieberger Co., stove 


and hardware business, Akron, 
died at his home in that 
city on Aug. 13, following an 
illness of five months. Mr. Fie- 
berger remained active in his 


ton, Mass., owners of Bauer &| handles the European sale of | business until his last illness. 


Black, Chicago, Ill., manufac- 
turers of druggists’ and surgi- | 
cal supplies. 


naval stores for the Hercules 
Powder Co.” is visiting the | 


He was identified with many 
fraternal and social organiza- 


| home office, Wilmington, Del.| tions in Akron. 
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T. R. WALKER, 74, DIES AT VINCENNES, IND. 


Thomas R. Walker, 74, 
died August 1, following 
a paralytic stroke he suf- 
fered several weeks pre- 
vious. He was a hard- 
ware merchant for many 
years in Vincennes, Ind., 
in which city he died. 
Mr. Walker was born’ in 
Dover Hill, Ind., in 1856, 


the son of a general 
store keeper. In 1880 he 
was married, at which 


time he went to live on 
a farm in  Loogootee, 
Ind., where he stayed for 
15 years. Later he moved 
in Washington, Ind., 
where he purchased and 
operated a flour mill. In 
1914 the Walkers moved 
to Vincennes. 

Mr. Walker purchased 
the stock of the Boeck- 
man Hardware Co. and 
founded the Walker 
Hardware Co., in which 
he took an active part, 
until his death. The 
Vincennes Sun printed an edi- 
torial, telling of the loss’ the 
community has suffered. He 


A. R. SALE IS TAKING 
THREE MONTHS VACATION 

A. R. Sale, secretary-treas- 
urer, Iowa Retail Hardware 
Ass’n, and secretary, The Iowa 
Hardware Mutual Insurance 
Co., has been granted a three 
months’ vacation by the official 





A. R. SALE 
boards of the two organiza- 
tions. For twenty-seven years 


Mr. Sale has served the asso- 
ciation and the insurance organ- 
ization, throughout the entire 
year without taking a vacation. 
The extended vacation given to 
him is in recognition of his 
long, faithful and diligent activ- 
ity. Mr. Sale and his wife are 
spending the greater part of 














THOMAS R. WALKER 


is survived by his widow, two 
brothers, three sons, two daugh- 
ters and four grandchildren. 


their vacation at the summer 
home of their daughter and son- 
in-law, Mr. and Mrs. Russell 
M. Arundel, located on Narra- 
gansett Bay, near Providence, 
x. I. 


KENTUCKY CONVENTION 
WILL MEET IN JAN. 
J. M. Stone, secretary-treas- 
urer, Kentucky Hardware & 
Implement Ass’n has announced 


that the association’s annual 
convention and exhibit will be 
held at the Brown Hotel, 


Louisville, Ky., January 20, 21, 
22 and 23, 1931. Mr. Stone’s 
office is in Room 308, Republic 
Building, Louisville, Ky. 





BARBER IS SURPRISED ON 
HIS 75th BIRTHDAY 

D. Fletcher Barber, presi- 

dent, Chandler & Barber Co., 


113 Huntington Ave., Boston, 
Mass., celebrated his 75th 
birthday on August 9. His 


son, Ralph F. Barber, treasurer 
of the concern and office em- 
ployees presented him with a 
modern type steel top desk and 
an onyx desk set. A handsome 
water set and cigar ash tray 
were given by other friends of 
Mr. Barber. 

In the afternoon his youngest 
daughter, Mrs. Ralph E. Mor- 
rison arranged a small party 
of friends and neighbors, in- 
cluding; Milton A. Chandler, 
senior partner of the firm, un- 
til last year, and J. Howard 
Chandler, who was also associ- 
ated with the concern for many 
years. Many cards, letters and 
telegrams were received by Mr. 
Barber. 

Mr. Barber is a past presi- 





dent of the N. R. H. A. 





| ZENITH RADIO CORP. RE- 








| 
{ 


ASSIGNS FIELD MEN 


A reassignment of territories 
covered by Zenith field repre- 
sentatives is announced by A. 
T. Haugh, general sales man- 
ager for the Zenith Radio Corp. 
of Chicago. 

The Zenith field personnel and 
the new territories assigned to 


| them are as follows: 


Leo W. Reed: New England, 
including Bangor, Boston, Rut- 
land, New Haven and Albany. 

F. R. Mihleisen: Metropoli- 


tan New York and Philadel- 
phia. 
C. A. Eyles: Southeastern, 


including Maryland, Delaware, 
Virginia, North and South 
Carolina, Georgia, Florida, Ala- 
bama and Tennessee. 

C. J. Main: Central States, 
including Michigan, Indiana, 
Kentucky, West Virginia and 
Ohio. 

E. G. Hefter: Southwest- 
ern, covering Mississippi, Louis- 
iana, Texas, Oklahoma, Arkan- 
sas, Missouri and Kansas. 


F. W. Will: Northwestern, 
covering Wisconsin, _ Illinois, 
Iowa, Nebraska, Wyoming, 


Montana, North and South Da- 
kota and Minnesota. 
CC. _j. Pithod, 
Coast, including 
Washington, Oregon, 

and Idaho. 


Jr.: West 
California, 
Nevada 


Annual Hardware Golf Tournament in September 


Plans are being made for the 
5th annual Hardware _ Golf 
Tournament, at Excelsior 
Springs, Mo., about 30 miles 
east of Kansas City, Mo., on 
Sept. 11, 12 and 13. Arrange- 
ments have been made to take 
care of everyone at the Elms 
Hotel. The rate is $7.00 per 
day for room, breakfast and 
dinner. Lunch will be had at 
the golf club at 75c. Greens 
fees will be $3.00 for the three 
days of the tournament. 

On Saturday a banquet will 
be held at the hotel, the cost of 
which is included in the hotel 
rate. The annual meeting will 
be held on that night, “with 
speed,” according to the officers 
of the association. Prizes will 
be awarded at the banquet. 
Some of the prizes are donated 
and the balance are purchased 
from the membership fees, col- 
lected for that purpose. It is 
expected that there will be a 
prize for everyone, although a 
larger number of entrants than 
ever before is expected. Sunday 
will be a day of rest, or more 
golf for those wishing to play. 


| For the convenience of those 
| living near Chicago, Ill., or 
coming from the East, a special 


train will be arranged. «lt leaves | 


Union Station, Chicago, IIl., on 


| the Chicago, Milwaukee, St. 
| Paul & Pacific Ry., Wednes- | 
day, Sept. 10 at 630 p. m, 


standard time, arriving at Ex- 
celsior Springs about 7.00 the 
following morning. There will 
be a club car and diner on the 





JOHN WYETH 





N. A. GLADDING 


train all the way. 

John Wyeth, Wyeth Hard- 
ware & Mfg. Co., St. Joseph, 
Mo., is president of the asso- 
ciation, and N. A. Gladding, 
Indianapolis, Ind., is vice-presi- 
dent. R. A. Sundvahl, secre- 
tary-treasurer, 321 W. Ran- 
dolph St. Chicago, Ill, will 
sign up those who have not al- 
ready asked for their annual 
memberships. 





R. A. SUNDVAHL 
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Minnesota Mining 


& Mfg. Co. Buys 


Baeder Adamson Company Business 


Stockholders of the Baeder 


Adamson Co., Philadelphia, Pa., 
held a meeting on August 7 
at which approval was given 


of the offer of the Minnesota 
Mining & Mig. Co. to purchase 
the sand and tan fiber manu- 
facturing business of the for- 
mer concern. After Sept. 1 the 


new organization will operate 
as the Minnesota Mining & 
Mig. Co. 


The most prominent brands 


of both concerns will be con- 


tinued. Other brands will be 
consolidated to show both the 
B-A and 3-M _ designations. 


Executive headquarters will be 
at St. Paul. Sales and manu- 
facturing organizations will be 
combined. 
fices will be located at Chicago, 


SOUTHEASTERN ASS’N 
CONVENTION IN MAY 


secretary- 
Retail 


Harlan, 
Southeastern 


Walter 
treasurer, 


Hardware & Implement Ass’n., | 


has announced that the organi- 
zation will hold its next con- 
vention and exhibit in Atlanta, 
Ga., May 12, 13 and 14, 1931. 
Mr. Harlan‘s office is located at 


701 Grand Theatre Building, 
Atlanta, Ga. 
POSTOFFICE WILL USE 


FIREPROOF MAIL BAGS 
IN HANDLING AIR MAIL 


The Postoffice Department 
will shortly inaugurate use of 
a fireproof mail bag which will 
practically eliminate any loss 
through fire of air mail matter 
of every description conveyed 
by this method of transportation. 
It has been adopted after gruel- 
the 


ing tests conducted by 
Bureau of Standards, accord- 
ing to Assistant Postmaster 


General Glover, who states the 
new bags will be used between 
New York and Chicago, not 
later than Sept 1, on the night 
air mail routes. 

This new bag is slightly 
larger than the pouch now used, 
which is 23 inches wide by 41 
inches high. Pouch is made of 
100 per cent pure asbestos, with 
lining, inside and out, of high 
grade canvas, steel riveted on 
sides and bottom. It has triple 
closing device, preventing 
flames penetrating bag, through 
its neck. Pouch is quilted with 
steel rivets to prevent disinteg- 
ration of asbestos, in case of 
fire. It weighs fifteen pounds. 

Adoption of the new bag has 
been made to afford safeguard 
against destruction, rather than 


Divisional sales of- | 


| Ill, Detroit, Mich., Boston, 
| Mass., New York City, Phila- 
delphia, Pa., St. Louis, Mo., 
San Francisco, Cal., Seattle, 
Wash., Los Angeles,  Cal., 
Grand Rapids, Mich., High 
Point, N. C. and Buffalo, N. Y. 

It is planned to retain the 
best of the personnel of both 


concerns. It is said that the 
| combined technical and research 
staffs of both organizations 


will serve to increase the qual- 
ity of the products to a better 
point than has before been 
reached by an individual organ- 
ization in the field. Baeder 
Adamson Co., was founded in 
1828 by Charles Baeder. The 





i 
i 
| 
| 


present plant at © Philadelphia, 
comprises 28 acres of land and 
| buildings. 


|to cut down on loss as only 
| 4863 letters out of 7,715,741, 
|carried during the fiscal year 
}ended June 30, 1930, or a per- 
| centage of .00063, were lost by 
fire, according to Mr. Glover. 
Radio equipment on _ these 
planes increased to a slight de- 
gree, the danger of fire loss, ac- 
cording to Mr. Glover. 


ENWARD G. SWIFT IS 
BUCH MFG. CO. AGENT 


Edward G. Swift, Newton 
Highlands, Mass., was appoint- 
ed on August 1, as sales rep- 
resentative for New England 
of the Buch Mfg. Co., Eliza- 
bethtown, Penn., line of coal, 
garden and contractors’ bar- 
rows, lawn rollers, corn shel- 
lers, land rollers, golf rollers 
and saw frames. Mr. Swift had 
previously represented the line 
for Henry & Allen, Auburn, 
N. Y. who recently closed out 
their wholesale distributing 
lines. He is well known as a 
charter member of The Nut- 
meggers. 


KANSAS CITY RETAILERS 
HOLD ANNUAL PICNIC 


More than 1000 members and 
friends of the Kansas City 
Hardware Club held a picnic 
at Fairyland Park last month. 
The picnic was in charge of 
the secretary, John C. Long, 
who has held that office for 20 
years. He was assisted by H. 
C. Zenser, Irvin Wymore, W. 
H. Bray, Johne Wagner and 
Frank H. Spink. The picnic 
began at 2:00 p. m._ Tickets 
entitled the holders to dancing, 
| ice cream and half fare on the 
| concessions. 

Many of the picnickers en- 





| evening many of the group re- 


joyed swimming and the events 
sponsored by the club. In the 


| mained for supper and more 
fun, 
— | 

LACEY MANAGES SALES, 





PECK, STOW & WILCOX 


Mark J. Lacey, known to the 
trade as “Jack”, has 
associated with The Peck, Stow 
& Wilcox Co. Southington, 
Conn. At the annual meeting 
of the board of directors of 
that concern held July 30, he 


become 





MARK J. LACEY 


was elected as vice-president in 
charge of sales. 

Mr. Lacey’s sales experience 
began twenty-five years ago, 
with the Capewell Horse Nails. 
He then sold Juniata’ and 
Phoenix horse shoes for the 
American Steel & Wire Co., 
Chicago, Ill., and the Phoenix 
Horse Shoe Co., now the 
Phoenix Mfg. Co., Chicago, Ill. 
Later he joined the Corning 
Glass Works in the introduc- 
tion of Pyrex ware to the hard- 


ware _ trade. He becomes 
sales manager for the Pyrex 
housewares division and_ the 
Steuben art ware division. 


When he left that firm last fall 
he joined Landers, Frary & 
Clark, New Britain, Conn. 
Mr. Lacey, who has been a 
member of the Hardware Coun- 
cil for several years, will con- 
tinue to reside in New Britain. 


W. F. DUFFIELD PASSES 


William F. Duffield, 57, man- 
ager of the Reading Hardware 
Corp., Reading, Pa., branch in 
New York City, died August 
13 at his home in Port Wash- 
ington, L. I., after an illness 
of four months. He was a 
veteran of the Spanish-Ameri- 
can War and at one time was 
commodore of the Knicker- 
bocker Yacht Club. 





PAUL Q. WHITE PASSES 
IN DETROIT HOSPITAL 


Paul Q. White died on Au- 


| gust 11 at Ford Hospital, De- 


troit, Mich. He had been as- 
sociated with The Wooster 
Brush Co., Wooster, Ohio, for 
the past twenty years, as a 


—_— 





PAUL Q. WHITE 


traveling representative and had 
been a member of the board of 
directors. 

Mr. White, who was 44 years 
of age at the time of his death, 
was particularly well known to 
the trade in Wisconsin, Michi- 
gan, Indiana, Ohio, western New 


York and western Pennsyl- 
vania. His death was caused 
by heart trouble from which 


he had heen suffering for sev- 
eral months. He had been un- 
dergoing treatment at the Ford 
Hospital for some months. Mr. 
White was unmarried, and is 
survived by his mother and two 
sisters. 


N. P. ROOD RETURNS 
FROM EUROPEAN TRIP 


Norman P. Rood, vice-presi- 
dent and director, Hercules 
Powder Co., Wilmington, Del., 
has returned after an extended 
business trip in Europe. While 
in Europe he visited the com- 
pany’s foreign connection, the 
N. V. Hercules Powder Co., 
Rotterdam, Holland, which 
handles the European sale of 
Hercules chemicals. Mr. Rood 
analyzed business conditions in 
Europe, with the idea of open- 
ing up new markets for Her- 
cules products. 

P. B. Stull, general manager, 
Virginia cellulose department, 
Hercules Powder Co., has re- 
turned to the home office after 
visiting various European users 
of purified cotton linters and 
making a general survey of the 
cellulose. He spent part of his 
time with the Rotterdam sales 


| unit. 
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“SIMONDS SAW PLANS FOR 
$1,500,000 BUILDINGS 


Officials of the Simonds Saw 
& Steel Co., Fitchburg, Mass., 
have announced the purchase of 
a large tract of land in that 
city, on the Fitchburg division 
of the Boston & Maine Rail- 
road, for the location of a new 
plant. It will cost, according 
to estimates, almost one and a 
half million dollars and will be 
one of the largest saw factories 
in the world. Equipment will 
be of the most modern type. 
The factory in Chicago will be 
made part of the new plant, and 
the two large factories now lo- 
cated in another part of Fitch- 
burg will be consolidated in the 
new group. 

The present Fitchburg plant 
was entirely rebuilt in 1904. 
It consists of buildings four 
stories in height. File works in 
another section of the city will 
also be located in the new plant. 
It is expected that the new fac- 
tories will be occupted about 
June 31, 1931. The Simonds 
organization has been manufac- 
turing high quality products for 
nearly 100 years of continuous 
manufacturing activity. 

Vacating the present plants, 
which at the time of construc- 
tion were considered the most 
up to date type, is in line with 
the company’s progressive poli- 
cies and up to date methods. 
The company’s steel mills at 
Lockport, N. Y., are being ex- 
tended and further equipped to 
meet future demands. No other 
drastic changes are expected at 
this time in other manufactur- 
ing plants owned and operated 
by the Simonds Saw & Steel 
Co. in the United States and 
Canada. 


SUPPLY HOUSE ELECTS 
OFFICERS AT MEETING 


At the recent meeting of The 
Patterson Tool & Supply Co., 
Dayton, Ohio, industrial sup- 
ply house, William Blake Pat- 
terson was elected president and 
treasurer. F. S. Patterson is 
vice-president, and M. L. Pat- 
terson is secretary. The presi- 
dent, who has been with the 
company since its organization, 
owns more than 75 per cent of 
the stock. 

The company has been in 
business in Dayton for 50 years. 
Men at the head of the depart- 
ments have worked their way 
up to their positions and have 
a thorough knowledge of the 
concern’s operating methods and 
merchandise stock. It is ex- 
clusive representative for sev- 
eral foreign houses for the en- 
tire United States. Some of 





the oldest established companies 
are represented in the United 
States by the Patterson con- 
cern. 


A. H. CHASE RESIGNS AS | 
EATON CHASE PRESIDENT | 


After having been with the 
organization for 41 years, A. H. 
Chase, president, Eaton Chase 
Co., Norwich, Conn., has re- 
tired from business. Mr. Chase 
was a member of the original 
partnership, known as Eaton 
Chase & Co., from 1889 until 





November, 1906, when the pres- 


Tool Companies Effected Merger July 


ent organization was incorpo- 
rated. 

Edwin Avery Tracy is now 
president, and C. Eugene Saun- 
ders is vice-president. Herbert 


B. Cary continues in the office | 


of secretary and treasurer. He 
has held that office since 1906. 





J. F. DONAHUE SAILS 


James F. Donahue, vice-pres- 
ident, The Lamson & Sessions 
Co., Cleveland, Ohio, sailed on 
the S.S. Berengaria on Aug. 5, 
for a two months’ vacation in 


MONTANA ASSOCIATION 
CONVENTION IN FEB. 


The convention of the Mon- 
| tana Implement and Hardware 
Ass’n. will be held Feb. 12, 13 
and 14, 1931, at Great Falls, 
Mont. This announcement was 
made by A. C. Talmage, Boze- 
man, Mont., secretary-treasur- 
er. A meeting of officers, di- 
rectors and chairmen of stand- 
ing committees was held at 
Great Falls, Mont., recently. 
The exhibit committee reported 
there would be no arrangements 





Europe. He is accompanied by} for exhibits during the conven- 


his wife and daughter. 


| tion. 


31—Sales 


Policies Unchanged—Officers Chosen 


Consolidation of American Fork & Hoe Co., Kelly Axe & Tool Co. and 
Skelton Shovel Co.—Will operate as The American Fork & Hoe 
Co. with headquarters at Cleveland, Ohio. 


Stockholders have approved | line of forks, hoes, rakes and | 


the merger of the American 
Fork & Hoe Co., Cleveland, | 
Ohio; Kelly Axe & Tool Co., | 
Charlestown, W. Va., and the | 
Skelton Shovel Co., Dunkirk, | 
N. Y. The consolidation be- | 
came effective on July 31. The | 
new company will operate as | 
The American Fork & Hoe 
Co., with headquarters in 
Cleveland, Ohio. The proposal 
to merge these companies was 
reported in full in the July 31 
issue of HARDWARE AGE. 

These companies are well 
known in the hardware trade, 
as they have been engaged in 
business for over 100 years and 
the products of the companies 
have been distributed through | 
regular hardware channels — 
manufacturer to wholesaler to 
retailer. No change in this pol- 
icy will be made by the con- 
solidated company. 

This consolidation brings to- 
gether many brands that are 
well known both to the hard- 
ware trade and the consumers. 
These are True Temper farm 
and garden tools, fishing rods, 
golf shafts and Al Foss baits; 
Bulldog, Banham and Fox solid 
shank one-piece shovels and 
spades; and Kelly Perfect, 
Flint Edge, Vulcan, Kelly | 
Standard, Red Warrior axes, 
hatchets, etc. No change will 
be made in these brand names 
by the consolidated company. 

The American Fork & Hoe Co. 
was originally organized as a 
New Jersey corporation in 1902 
by a consolidation of several old 
established companies, some of 
which had been in business at 
that time for over 75 years. 
Each of these constituent com- 
panies manufactured a_ limited 





other farm and garden tools. 
The company was re-incorpo- 
rated in Ohio in 1910. W. H. 


| 


Cowdery, now chairman of the | 


board, and George B. Durell, 
now president and general man- 
ager, were among the found- 
ers. This company regularly 
supplies a very large percentage 
of the country’s requirements in 
hoes, rakes and other farm and 
garden tools. The present con- 
solidation brings to the new 
company three manufacturers 
whose lines are not competitive 
but which are manufactured in 
a similar way, as all the tools 
they make require wood han- 
dles and steel heads. 

The Kelly Axe & Tool Co. 
was established in Louisville, 
Ky., in 1874 by W.<C. Kelly. 
At that time there were many 
old established axe makers, and 
Mr. Kelly found considerable 
difficulty in meeting their com- 
petition. As a result of this, 
he made a very careful study 
of the requirements of a good 
axe and finally designed and pat- 
ented in 1889 the Kelly Perfect 
axe. This axe it is said the wood 
chopper could sink more deeply 
into the wood with compara- 
tively less effort, and it also 
burst the chip and made a clean 
cut. This improved axe greatly 
increased his business at home, 
and demand for it spread rap- 
idly to Canada, Australia and 
other foreign countries, where 
timbering was an important in- 


dustry. In 1893 he moved his 
factory to Alexandria, Ind., 
where a great gas field had 


been developed which provided 
cheap and satisfactory fuel. 





Business grew to such an ex-| 


tent, however, that Mr. 


Kelly | 


was compelled again to move 
his factory, this time to Charles- 
ton, W. Va., where he located 
in 1904 and laid the founda- 
tions of the largest axe factory 
in the world. In 1912 he took 
over the American Axe & Tool 
Co. of Glassport, Pa., which 
was at that time the largest 
maker of axes in the world. 

The Charleston plant has a 
capacity of 48,000 edged tools 
per day. These tools are well 
known to the trade and con- 
sumers not only in the United 
States, but in practically every 
foreign country where axes and 
edged tools are used. 

The Skelton Shovel Co., Dun- 
kirk, N. Y., is well known in 
the trade for improved solid 
shank one-piece shovels and 
spades production. 

In effecting this consolidation 
the following have been elected 
officers of The American Fork 
& Hoe Co.: W. C. Kelly, chair- 
man of the board; G. B. Dur- 
ell, president and general man- 
ager; W. W. Withington, vice- 
president and manufacturing di- 
rector; E. W. McCarty, vice- 
president in charge of sales: 
G. T. Price, vice-president; R. 
H. Cowdery, vice-president; T. 
T. Hitch, vice-president; A. W. 


Ferguson, treasurer: S._ S. 
Chapin, secretary. 
Additional directors elected 


to the new board of The Ameri- 
can Fork & Hoe Co. are as 
follows: W. C. Kelly, G. E. 
Kelly, G. T. Price, W. A. 
Shephard, T. H. Turner and 
Duncan Bruce, formerly of the 
Kelly Axe and Tool Co. The 
Skelton Shovel Co. will be rep- 
resented on the board by J. C. 
McCarty, E. W. McCarty, W. 


FE. Skelton and A. A. Milligan. 
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Eagle-Picher Lead Prices 
Guaranteed Against Decline 


In an announcement August 1, The 
Eagle-Picher Lead Co., 134 North La 
Salle St., Chicago, Ill., guarantees against 
decline until Nov. 30, 1930 the existing 
list prices on white lead in oil, red lead 
in oil, sublimed blue lead in oil and all 
dry products. This guarantee applies only 
to these products sold in kegs after 
August 1. The company’s announcement 
in full follows: 

“Our present list prices on White 
Lead in Oil, Red Lead in Oil, Sublimed 
Blue Lead in Oil, and all Dry Products 
in small kegs are guaranteed against de- 
cline in our present list prices up to No- 
vember 30, 1930. 

“In the event our present list prices 
on these products are lower at any time 
prior to November 30, 1930, this price 
guarantee applies only to orders received 
on or after August 1, 1930, and then 
only to that portion of order so received 
which customers may actually have in 
stock, or en route to them or on order 
for them at the time of such decline. 

“The foregoing price guarantee ap- 
plies only to these products in kegs and 
does not apply to dry products in half 
barrels or barrels.” 





New Structural Steel Projects 
Reach 60,000-Ton Total 


Fresh structural steel projects appear- 
ing in the past week reached a total in 
excess of 60,000 tons, the largest since 
the last week in June, according to the 
weekly report of The Iron Age. Much 
of this new business consisted of bridge 
construction, including 20,000 tons of 
highway bridges for Kentucky, 4000 tons 
in two bridges to be built in Maine, 1600 
tons in a bridge for Lincoln Park, Chi- 
cago, and 3800 tons for grade crossing 
elimination in Detroit. A subway in St. 
Louis requires 6500 tons and an office 
building at 444 Madison Avenue, New 
York, 5000 tons of structural steel. 

Awards of fabricated structural steel 
were also large, with a total of 45,500 
tons. Included also was considerable 
bridge construction, with 12,000 tons for 
the Central Lorain bridge at Cleveland 





Trade Sentiment 
Has Improved 


New York, Aug. 20.—Two favor- 
able factors are responsible for a 
slight improvements in the hardware 
demand and for a somewhat better 
sentiment in most of the leading 
market centers. Recent rains and 
the approach of the Fall season have 
served to improve the current de- 
mand, as well as to create a more 
optimistic outlook. Some Fall lines 
are already being shipped and by 
the first of next month the move- 
ment should be in full swing. From 
present indications the customary 
mid-summer lull is nearing its end. 

The improved sentiment is ex- 
pected to result in more interest 
being shown by dealers in antici- 
pating future requirements. Hard- 
ware materials allied to building and 
construction projects are very dull. 
In contrast, painting supplies are in 
excellent demand and in many sec- 
tions a better paint business reported 
than for any recent year. This is 
attributed to the fact that many 
homeowners are economizing by 
painting their own homes. Activ- 
ity in housewares is about normal 
for this season. 

Prices are remarkably steady con- 
sidering present conditions. Prac- 
tically no revisions of consequence 
have become effective recently and 
no major changes appear likely at 
this time. 





and 4600 tons in approaches to the New 
York end of the Hudson River bridge. 
Other sizable awards were 4000 tons for 
an office building at Third Avenue and 
Forty-fourth Street, New York, 5000 
tons for a technical high school in Chi- 
cago and 2000 tons for a telephone build- 
ing in Newark, N. J. 





GENERAL MARKET 
NEWS orf tHE WEEK 





Last Week’s Price Average 
Was 83.1 Per Cent Says Fisher 


Prof. Irving Fisher of Yale University 
announced Aug. 10 that the previous 
week’s wholesale commodity prices, based 
on Dun’s quotations, averaged 83.1 per 
cent. The July average was 83.7 per 
cent. The purchasing power of the dol- 
lar was 120.3c on a 1926 basis of 100c. 
The July average was 119.5c says the 
Journal of Commerce. 

Crump’s index of English prices for 
the week on the revised 1926 level was 
76.6. 

The Italian index on the revised 1926 
basis for the week ended August 2 was 
61.2. The July average was 61.3. 





Car Loadings Are Off; 
187,585 Below 1929 


Loading of revenue freight for the 
week ended on August 2 totaled 918,335 
cars, the car service division of the 
American Railway Association announced 
August 12. 

This was a decrease of 1,014 cars un- 
der the preceding week and a reduction 
of 187,585 cars below the same week in 
1929. It also was a decrease of 130,486 
cars below the same week in 1928. Load- 
ings for the week compared with the 
same week last year follow: 

Miscellaneous freight, 358,529 cars, a 
decrease of 76,867 cars; merchandise 
less than carload lot freight, 234,926 cars, 
a decrease of 25,031 cars; coal, 136,459 
cars, a decrease of 23,011 cars; forest 
products, 41,555 cars, a decrease of 26,- 
203 cars; ore, 57,719 cars, a reduction of 
16,590 cars; coke, 8,541 cars, a decrease 
of 3,818 cars. 

Grain and grain products totaled 62,- 
878 cars, a decrease of 12,184 cars. In 
the Western districts alone, grain and 
grain products amounted to 45,281 cars, 
a decrease of 8,612 cars. Live stock, 
17,728 cars, a decrease of 3,881 cars. 
In the Western districts alone live stock 
loading amounted to 13,431 cars, a de- 
crease of 3,025 cars. 

All districts reported reductions in the 
total loading of all commodities not only 
compared with the same week in 1929 
but also the same week in 1928. 
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-Mid-Summer Trade Decline 
Says Dept. of Commerce 


Business for the week ended August 2, 
as measured by bank debits outside New 
York City, declined from the week ended 
July 26, and was lower than the same 
period in 1929, says a trade summary 
dated August 9, from the Department of 
Commerce. 

Wholesale prices, as a whole, remained 
at the same level of a week ago, but 
were 16 per cent lower than the corres- 
ponding week of 1929. The prices for 
iron and steel, as measured by the com- 
posite index, likewise showed no change 
from last week, but, like wholesale 
prices, were lower than a year ago. 

Bank loans and discounts as reported 
to the Federal Reserve Board by mem- 
ber banks, although greater than the 
previous week, were below the level of 
the same period a year ago. Average 
stock prices showed no change from the 
week of July 26, but were lower when 
compared with the same period last year. 
Bond prices, however, registered in- 
creases over both comparative periods. 
Interest rates, both for short and long 
term loans, were the same as the preced- 
ing period, but were much lower when 
compared with the week of August 3, 
1929. Business failures during the last 
week were fewer than the week ended 
July 26. 

The production of petroleum and bitu- 
minous coal for the latest reported week, 
July 26, showed increases over the pre- 
ceding period, while contracts awarded 
for building and engineering projects 


were lower. The activity of steel mills 
in the United States showed no change 
when contrasted with the week ended 
July 19. 

Bank loans and discounts, and the 
prices for leading stocks and bonds re- 


corded increases when compared with 
the week ended August 4, 1928, two 
years ago. 


Building Permits Gained 
2 Per Cent Last Month 


Building permits issued in 589 cities 
and towns throughout the United States 
during July totaled $187,570,714, against 
$184,665,439 in June, a gain of 2 per 
cent. according to the S. W. Strauss & 
Co. Normally there is a decline of 
about 13 per cent between the two 
months. 

July this year fell 36 per cent behind 
July, 1929, when the volume of permits 
was $292,912,550. 


Bank Clearings Show Loss of 
23.2 Per Cent from Last Year 


Bank clearings in the United States 
for the week ended August 7, as reported 
to Bradstreet’s Journal, aggregated $10,- 
311,121,000, as against $9,580,308,000 last 
week and $13,428,085,000 in this week 
last year. There is here shown an in- 
crease of 8.4 per cent over last week, 
but a loss of 23.2 per cent from the like 
week of 1929. Canadian clearings ag- 
gregated $269,288,000, as against $241,- 


053,000 last week and $371,938,000 in 
this week last year. 





Bank Debits Rise 12 Per Cent 
to $13,123,000,000 Total 


Debits to individual accounts, as _ re- 
ported to the Federal Reserve Board by 
banks in leading cities for the week 
ended August 6, aggregated $13,123,000,- 
000 or 12 per cent above the total re- 
ported for the preceding week and 31 per 
cent below the total reported for the cor- 
responding week of last year. 

Aggregate debts for 141 centers, for 
which figures have been published weekly 
since January, 1919, amounted to $12,- 
362,000,000, as compared with $11,031,- 
000,000 for the preceding week and $18,- 
076,000,000 for the week ended August 
7, of last year. 


Nitrocellulose Lacquer Exports 
Far Ahead of Last Year 


The total exports of nitrocellulose lac- 
quers increased from 92,017 gallons, val- 
ued at $298,812, in the first half of 1929, 
to 194,190 gallons, valued at $594,721 in 
corresponding months of 1930. During 
the first six months of 1930 the exports 
of clear nitrocellulose were 38,484 gal- 
lons, valued at $77,310, and those of the 
colored nitrocellulose were 115,706 gal- 
lons, valued at $517,411. Since this is 
the first year that a separate classification 
between clear and colored nitrocellulose 
is made, no comparison with a previous 
year is possible. 


Average Factory In This Country Is Small, Employing 44 Laborers 


In spite of the growth of large scale producing units in the United States in the last few years, the small factory is still 


predominant in most lines of manufacturing activity. 


The average figures for manufacturing plants in different lines have 


been figured by the National Industrial Conference Board from the latest Census of Manufactures and are presented in the 


table below. 


For each type of manufacturing activity the average number of wage earners per establishment, the value of . 


products and the value added by manufacture per establishment are given with a comparison between these figures and 
, 


the average for all manufacturers. 


In the matter of average wage earners the manufacture of rubber products stands out as having the largest unit with 


the manufacture of transportation equipment and railroad repair shops next in line. 


The manufacture of rubber products 


also takes first place among the different industries in the value of products per establishment, followed again by the 
manufacture of transportation equipment. The very low figures recorded for some industries, such as the manufacture 
of foods and kindred products, shows that, although a few very large factories have come into operation, the small fac- 
tory is still the important thing in these industries. : 


Wage Earners 


Value of Product 


Value Added by 


Manufacture 


Per Cent of Per Cent of Per Cent of 

General General General 

Industrial Groups Number Average Amount Average Amount Average 
Pe RETR Nes Rec eee ters pa etele saa na eee s ow ba ee be 44 100.0 $326,886 100.0 $143,773 100.0 
PGGd CAMP HEIOPOE WIOCUCIS 35 5 oo ices cis sede s esa denne 14 31.4 221,260 67.7 58,297 40.5 
DORUIOS AN AMEN DEOGUCES 655.5: 5 5600.55. cco coe esc a wees 63 145.0 333,438 102.0 150,049 104.4 
Iron and steel and their products, not inchiding machinery 132 302.4 976,876 298.8 418,270 290.9 
DAiaper Bid Ate PLOGNCS 5.56000 o0 cess ces csecsceees 43 98.7 171,474 52.5 90,437 62.9 
PATOL CUI) TUN MIRIITACUOTOS 6.5.6.6 crs: 'sie'cle 05 vc vies oat be are 74 170.2 438,290 134.1 183,040 127.3 
Pee Rs rer eee ces estciels tees sees s « 275 632.0 2,374,181 726.3 1,094,393 761.2 
Paper, printing and related products...............+... 19 44.7 163,558 50.0 98,872 68.8 
Chetiicsis And antGd PLOWUCtB ise sii. ceca c cee siincves 44 101.4 716,514 2192": 262,222 182.4 
SEONG, CIN IM SIGSS: POUNCE 5 a5 f.0.0d ticieyeis w.oisic ae gas cers 40 92.7 185,927 56.9 117,350 81.6 
Metals and metal products, other than iron and steel.... 41 93.3 400,826 122.6 133,424 92.8 
MORE SMEATON oo iio ol 06 565s oho. cscs o 5 0 F060 60 137.7 539,781 165.1 344,667 239.7 
Machinery, not including transportation equipment...... 74 169.1 445,960 136.4 274,599 191.0 
Musical instruments and phonographs.................. 100 229.1 525,202 160.7 316,017 219.8 
Transportation equipment, air, land and water.......... 195 448.0 1,850,206 566.0 703,990 489.7 
SEINE OYE ECIGUOUS bo o.u0'6 shen cla o15, Fos SOW e hose eke 186 426.4 558,551 170.9 322,306 224.2 
MR RSNNMNONER Te Sines er ecu eb a vera ae Ue wawenawn 23 52.3 163,302 50.0 89,685 62.4 


(Reprinted from Trends and Indications of Dorrance, Sullivan & Company, Inc.) 
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Crop Damage Has Retarded Recovery in 


Steel Business 


Recovery in steel business from the 
stagnation of midsummer undoubtedly 
has been retarded by the uncertainty of 
crop damage caused by the prolonged 
and widespread drought. Pending the 
gaging of the effect of the losses on 
steel-consuming industries dependent 
partly or wholly on farm purchasing 
power, a renewed spirit of caution has 
developed generally. This has brought 
a further decline in the volume of new 
business, consequent curtailment in steel 
mill operating schedules and_ broader 
price weakness. 

Steel production for the country at 
large is not above 52 per cent this week, 
compared with 54 per cent a week ago. 
The Steel Corporation continues to oper- 
ate at about 63 per cent, but some of the 
larger independents are at 50 per cent 
or less. Operations have declined sev- 
eral points at Pittsburgh, Chicago and 
in the Valleys, while at Cleveland there 
has been a rise of three points, owing 
to a moderate gain in orders from a few 
automobile companies. 

With the major part of automobile 
production centered on low-priced cars, 
for which there is ordinarily a large 
market in rural communities, the outlook 
for retail sales is clouded. Farm ma- 
chinery builders are checking up to as- 
certain how seriously low total returns 
for farm products will restrict their fall 
activity, although some manufacturers 
in this group are swinging into larger 
output of tractors and combines for 
foreign shipment. 


Department Stores Off 
About Nine Per Cent 


Department store sales in July were 9 
per cent smaller than in the correspond- 
ing month a year ago, according to pre- 
liminary reports made to the Federal Re- 
serve system by 519 stores located in 
leading cities of all Federal Reserve 
districts. 

Sales during the first seven months of 
this year were 5 per cent below the level 
of a year ago. 

The percentages of increase or de- 
crease in July, 1930, and from-Jan. 1 to 
July 31, 1930, as compared with similar 
periods of 1929, and the number of stores 
reporting in July were given as follows: 

Jan. 1 to No. of 


Reserve District *July *July 31 Stores 
Total (519 stores).... — 9 — 5 519 
ME Se hiss soba — 6 —2 100 
Se See — 3 +1 47 
Philadelphia ........ — 8s — 6 39 
oS eee —10 —7 36 
SY eee — 5 —2 69 
er —12 —9 24 
LO eee —18 —11 57 
ao eee —13 — 8 21 
Minneapolis ........ —16 — 8 17 
Se ee —7 —4 25 
re —9 —8 19 
San Francisco ...... —9 — 4 65 


*July figures preliminary. 


Can manufacturers already face the 
possibility of smaller packs of vegetable 
crops, and moderate holdups of tin plate 
shipments have brought a decline to 60 
per cent in the output of this product 
from an average slightly above that 
figure a week ago. Wire fencing and 
galvanized sheets are adversely affected. 

Meanwhile, there are a few develop- 
ments of an encouraging character. Re- 
sumption of automobile productior on a 
scale slightly above that of July has 
aided mills at Chicago and Cleveland in 
a small way, but there has been no im- 
portant gain in takings of steel by the 
motor car industry. The farm machin- 
ery builders, helped out by export orders, 
are ordering steel a little more freely at 
Chicago and will step up production 
above the low midsummer rate, notwith- 
standing the uncertainty in the domestic 
market. Building construction in the 
Chicago district is contributing to larger 
bookings of structural steel, with an in- 
creasing tonnage of pending work. 

With steel producers aggressively 
seeking business to bolster up their de- 
clining operations and with steel buyers 
exerting pressure for concessions, fresh 
price weakness has developed on a num- 
ber of products. 

A further reduction in the composite 
prices of The Iron Age brings that for 
finished steel to 2.156c. a Ib. and that for 
pig iron to $16.88 a gross ton. The steel 
price is the lowest since February, 1922, 
while the pig iron composite is the lowest 
since 1915. 


Half Year Sales of Large 
Chains Above 1929 Level 


In spite of the decline in commodity 
prices the chain store systems of the 
country showed an average increase of 
2.37 per cent in dollar sales in the first 
six months of 1930 compared to the same 
period in 1929. A survey covering 46 
of the leading chain store organizations 
in all the different lines of retail mer- 
chandising shows that eleven organiza- 
tions reported declines in sales in the 
first six months of 1930 compared to the 
first half of 1929 while the remaining 
thirty-five companies showed increases 
ranging from very small ones up to as 
high as 93.6 per cent, according to Mer- 
rill, Lynch & Co. 

Total sales for the half year for these 
46 chain store organizations amounted to 
$1,325,011,769 compared to $1,294,293,884 


in the first six months of last year. 


First Quarter Radio Sales 
Above 1929 Quarter 


The retail sales of radio equipment in 
the first three months of 1930 are esti- 
mated to have totaled $144,500,000 worth 
of goods compared to a total in the first 
quarter of $929 of $132,000,000. In other 
words, a gain of approximately 9.5 per 
cent was recorded in the first quarter of 
the current year compared to the first 
three months of last year. These esti- 
mates are based on reports from 7153 
retail radio dealers received by the De- 
partment of Commerce in Washington. 


Los Angeles Employment Rises — Agricultural 
Conditions Favorable 


Local business conditions for the 
month of July have been governed largely 
by the usual midsummer dullness and 
the vacation period. Comparisons with 
other six months’ periods indicate that 
declines were overestimated in many 
lines. It is also interesting to make com- 
parisons with 1928, which was a fairly 
normal years, says a recent report of Los 
Angeles Chamber of Commerce report- 
ing business conditions for Los Angeles 
and surrounding territory. The report 
continues : 

3ank debits for the month were 10 
per cent above those of June; and build- 
ing permits were ahead of the previous 
month in both volume and value. Stock 
exchange transactions were lower than 
during any previous month of 1930; re- 
tail sales fell below the June figure, and 
the wholesale volume was correspond- 
ingly reduced. 

Employment took a sharp rise of over 
13 points, according to the Industrial 


Employment Index, reflecting greater ac- 
tivity in several branches of local indus- 
try, among them motion pictures, con- 
struction, wearing apparel, millinery and 
furniture. Petroleum is maintaining a 
voluntarily reduced production. 

Agricultural conditions are reported 
generally satisfactory with lower pro- 
duction costs and good prices balancing 
short crops. 

Water commerce reached a high figure 
for the month, although it broke no 
records. 

Reports from neighboring states indi- 
cate that business throughout the west 
is improving; agricultural conditions 
have been satisfactory, livestock is being 
carried over for fall markets without 
undue expense because of enough rain 
and good range conditions. 

Mining is quiet, but construction gen- 
erally shows increases. Pessimism is 
giving way to optimism, renewed plan- 
ning and effort for an early fall activity. 
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PITTSBURGH: 


(Pittsburgh office of HARDWARE AGE) 

PittspurGH, Aug. 19. 
XCEPT for a continued demand 
for garden hose, sprinklers and 
other supplies required to combat 
drought conditions, the hardware trade 
is generally quiet throughout this dis- 
trict. Unseasonably dry weather has 
brought out an extremely heavy vol- 
ume in the above-mentioned products, 
and demand has continued much later 
than usual. Retailers’ stocks have been 
replenished again and again, and job- 
bers are still forced to order material 
by express in order to secure the 

prompt delivery required. 

With the summer vacation period of 
traveling men rapidly drawing to a 
close, business is expected to increase 
moderately in the next few weeks, par- 
ticularly after Labor Day. Some job- 
bers have allowed their men more than 
the customary two weeks this year. As 
a result, they have not tried to push the 
sales of fall goods, and retailers have 
shown little interest. Ammunition and 
firearms have begun to move slightly, 
but there is scarcely any activity as yet 
in coal hods and shovels, stoves and 
other fall and winter items. So far as 
can be ascertained, retailer stocks are 
not heavy and a normal volume of 
business may be expected, even though 
dealers pursue a conservative policy in 
their buying. 


MINOR PRICE CHANGES 


Price changes are again of a minor 
nature. Quotations on lawn mowers 
for next season are slightly lower, 
while the Cyclone line of ornamental 
fencing and gates is unchanged. Bird 
cages have been reduced about 5 per 
cent throughout the entire line. New 
prices on the Continental line of roof- 
ing paper reflect slight advances. Elec- 
tric clocks are a shade lower, and are 
developing into a considerable item 
with a number of jobbers. Turpentine 
and linseed oil have both declined 
slightly, with the latter now quoted at 
15c. a pound in barrel lots, while tur- 








AT A GLANCE 


Drought conditions have 
brought about an unusually 
heavy demand for garden 
hose, nozzles, sprinklers and 
related accessories, causing a 
continuation of the demand 
much later than normal. 

* # & 

Although vacation sched- 
ules might be considered as 
over several local firms are 
providing plans for holidays 
beyond the customary two- 
weeks period. 

* * & 

Wholesalers are planning 
more aggressive selling after 
Labor Day particularly in con- 
nection with the sale of strictly 
fall goods. 

ee # 

Price changes are of a minor 
nature with adjustments both 
up and down. 

* # # 

Steel operations are some- 
what reduced and unemploy- 
ment is considered more seri- 
ous. 

* # & 

Collections within the city 
limits of Pittsburgh are fairly 
good but in the surrounding 
territory the reports are not 
entirely satisfactory. 











pentine stands at 55c. a gallon in barrel 
lots. The market on nails is somewhat 
firmer, with the $2.35 per keg price 
rather generally extended throughout 
the trade. Bolts and nuts are un- 
changed, while large rivets have de- 
clined slightly following cut in manu- 
facturers’ prices. 


STEEL OPERATIONS DECLINE 


Operations in the local steel industry 
continue to show reduction. Business 
thus far in the month has not held up 
to the low July rate, and ingot output 
in this and nearby producing districts 
is estimated at 50 to 55 per cent total 
theoretical capacity. Even the larger 
companies with more diversified lines 
have been forced to curtail operations, 
although the smaller independents are 
affected most severely. Sheet and strip 





Drought Stimulates Active Sale 
for Garden Hose, Sprinklers, Etc. 


mill activity is under the 50 per cent 
level because of continued dullness in 
the automobile industry, and only pipe 
mills are able to maintain anything 
approaching a capacity rate. With de- 
mand for steel products further cur- 
tailed, the desire of some companies for 
business has brought further price 
weakness. Shading of recent minimum 
quotations on sheet steel has become 
rather general, and cold-rolled strip 
has declined $2 a ton. Large rivets 
have been reduced $3 a ton. Although 
1.65c. is still the quoted price on bars, 
plates and shapes, shading of $1 a ton 
has become rather common, particular- 
ly on plates and shapes. The scrap 
market has held its recent strength, and 
is quoted somewhat higher following 
several weeks of comparative stability. 
Furnace coke has advanced 10c. per 
ton. 

The other important industries of the 
district show little change. Foundry 
operations are very light, but makers 
of heavy machinery and equipment still 
fair books. Glass 
slightly 


have their order 
manufacturers had 
heavier releases the 
makers, but their general business is 
improving very little. Makers of paints 
and varnishes are preparing for a 
slight improvement this fall, but must 
depend largely on an upturn in build- 


have 


from automobile 


ing operations. 
UNEMPLOYMENT MORE SERIOUS 


Unemploynient has grown more seri- 
ous since the first of the month, with 
scarcely any plants maintaining a full 
week’s working period for the rank and 
file of their employees. Most of them, 
however, are apportioning what little 
work there is among the various plants 
and departments in order to keep men 
on the payrolls. Collections are very 
slow, particularly in the small towns 
surrounding Pittsburgh. In the city 


itself conditions are not reported to be 
so serious. 
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CHICAGO: 


(Chicago office of HarpWARE AGB) 
Cuicaco, Aug. 19. 


EDEVILED by the drought, in 
B addition to other negative influ- 

ences, the Mid West is trying to 
estimate its crop losses; some optimists, 
indeed, are trying to interpret these 
in terms of ultimate gain, on the fa- 
miliar theory that better prices for 
grains will more than offset the reduc- 
tion in yield. In the midst of all this 
frantic and necessarily inaccurate ap- 
praisal, the hardware trade has been 
moving under the impetus of the al- 
most phenomenal spurt in the demand 
for hot-weather merchandise. Actual 
shortages have developed in some sea- 
sonal lines, and the hardware situation, 
though far from ideal, is much sound- 
er than general conditions warrant; 
this seems attributable to the usually 
accepted axiom that the hardware 
trade can take more than its share of 
punishment. 


CORN LOSS 16 PER CENT 


Over the country as a whole the corn 
loss is currently guessed off at 16 per 
cent, which, of course, in the drought- 
stricken area, runs much higher. In 
many parts of the cern belt the crop 
has been damaged irreparably, although 
recent rains in some sections have not 
been too late to help the late-planted 
crop. In some communities the feed 
situation is going to be acute. Pas- 
tures have been baked and hay has 
been short. All sorts of expedients will 
have to be resorted to, such as the use 
of wheat, barley, oats, and rye, for 
cattle and hog feed. There has been 
a substantial increase in the speculative 
purchase of corn futures. The price of 
corn at this market at this writing 
hovers around a dollar, having ad- 
vanced nearly a third of a dollar with- 
in three weeks. It is declared to be 
one of the most erratic corn markets 
in the history of trading. There has 
been much buying on declines and sell- 
ing on upturns. 

Retail and wholesale stocks of sprin- 
klers, nozzles and other hose acces- 
sories, on account of the hot, dry 
weather, have been glutted; this heavy 
demand has so drained the factories 
that they are now unable to make 
prompt delivery; it was impossible, of 
course, for them to foresee the ex- 
traordinary market for their products 
which this unsual season would pro- 
vide. Insecticides have been moving 
in like fashion. Campers, bathers and 
housewives have been buying fly and 








AT A GLANCE 
Mid-west estimating crop 
losses due to drought i- 
mists see ultimate gain in that 
grain prices will be higher with 
shorter crops. ‘ 
* *k * 

Hot weather merchandise 
has been very active in hard- 
ware circles particularly 
sprinklers, garden hose, noz- 
zles and accessories, with some 
shortages reported in these 
lines. 

x * * 

Earlier fruit crops hastens 
demand for preserving equip- 
ment as does prospect of high 
costs on fruits and vegetables. 

ess 

Wire and nail prices steady 
—corrugated roofing and eaves 
trough prices very low with 
likely advances at early date. 











mosquito sprays in large quantities. 
The farm demand has also been heavy. 
It has been a long while since the hard- 
ware trade has experienced such a sea- 
son with respect to the insistent call 
for hot-weather goods. 


FRUIT RIPENED EARLY 


Because of the drought, most of the 
fruit has ripened early, inducing a 
strong demand for canning supplies. 
Fruit presses, especially in the smaller 
sizes used in the preparation of jellies 
and beverages, have shown increased 
activity. Dealers and salesmen report 
that seasonal displays of enamel and 
aluminum kettles, funnels, collanders, 
etc., have been especially effective. Job- 
bing stocks of electric fans are low, 
and manufacturers of fans are virtu- 
ally out of them; some of the plants 
have discontinued their manufacture 
for the season. Electrical accessories 
have been moving well; insulated wire, 
sockets, switches and other electric 
items of copper content are said to be 
lower than they have ever been. Among 
the active fall items are radiator 
shelves and shields; these are being 
offered in more attractive designs. 
Some numbers are made to retail at 
prices as low as $1.25 each. 

More and more dealers appear to 


| 





Mid-West Studies Drought Reactions 
Hot Weather Goods Very Active 


been coming in to the wholesale houses 
with remarkable regularity through the 
summer and are expected to continue 
during the fall. It is evident that hard- 
fare retailers are pushing fence with 
vigor, particularly lawn fencing. Typi- 
cal of the new attitude is the following 
suggestion offered by a man identified 
with the fence trade: “A round-up of 
fence prospects in any town can quick- 
ly be made in a single automobile trip 
by any dealer with an eye out for 
broken-down lawn inclosures.” 


WIRE PRICES UNCHANGED 


Prices on nails, wire, and staples are 
virtually unchanged except for occa- 
sional spirited bidding on unusually 
good carload orders. General press 
comment by leading industrialists 
strengthens the widespread -opinion 
that staple and heavy steel products are 
at bottom and that the next major price 
move must almost certainly be some- 
what upward. Sales of carriage and 
machine bolts continue up to the volume 
of normal years; prices are firm. The 
present market on corrugated roofing. 
eaves trough, etc., is at the lowest point 
it has reached for many years; manu- 
facturers are frank in announcing their 
expectation of advancing at the earli- 
est opportunity. 

All hardware items of galvanized 
sheet steel and galvanized steel wire 
are affected by the substantial advance 
in zinc and smelter which came late 
last month; though not unexpected, this 
market change was somewhat surpris- 
ing because of its radical nature; the 
recent extremely low price records 
naturally could not be long maintained, 
and observers in this restricted field 
believe the lowest market for the year 
has been passed. A substantial firm- 
ing with some price advances are the 
result of the upturn in lead from the 
recent low marks; this development 
will affect such staple hardware and 
plumbing items as solder, lead pipe, etc. 


QUALITY FISHING TACKLE 
ACTIVE 


Better grades of fishing tackle are 
now in strong demand. Tackle had. 
been moving briskly for a good many 
weeks, and much of the call had: been 
for goods of middle quality. As is usu- 
ally the case at this time of the year, 
the buying accent is placed on quality ; 
increasingly dealers are finding it 


have wiped out the spring seasonal | profitable to carry some of the higher 
boundaries in the sale of fencing, gates | priced rods, reels, and lines to fill the 
and posts; replacement orders have | needs of their customers. 
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New York PAINT MATERIALS MARKET 


NEW YORK, Aug. 19.—Slight declines are noted in lin- 
seed oil and turpentine.~ Other paint materials are un- 
changed, although the general demand averages very light 
and somewhat below the daily volume as recorded during 
1929. Lead oxide pigments are relatively more active than 
other materials, but varnish gums, shellac, glues and casein 
are very inactive. The demand for dry colors is moderate 
but prices appear very firm. 

Commenting on the linseed oil and flaxseed situation 
since the drought, Archer-Daniels-Midland Co. states: 

“The drought conditions existing throughout the North- 
west have been sufficiently advertised in the newspapers to 
require no further comment, save as to the effects of this 
abnormally dry spell on the flax crop. Flax is being rap- 
idly harvested in Minnesota and South Dakota, and the 
harvesting of the North Dakota crop should be under way 
shortly. In Minnesota, where an acreage of 758,000 was 
reported by the Government, yields are running from 6 
bushels to the acre to as high as 14. We believe the aver- 
age yield for southern and western Minnesota will be 
around 9. South Dakota, with a reported acreage of 828,- 
000, will probably show an average yield of around 4 
bushels to the acre. The hot dry weather particularly af- 
fected this latter State. In Montana conditions are a little 
better than South Dakota, but a guess of about 5 bushels 
for an average yield in that State, where the acreage was 
predicted to be 467,000, should not be far off. As to North 
Dakota, at least 50 per cent of the late sown flax will be 
plowed up. The rest of the crop is standing up remark- 
ably well so far, but rains and cooler weather would of 
course help. The official acreage reported for North Dakota 
was 2,224,000.” 


LINSEED OIL 


PURE LINSEED OIL 


Per Pound 
pe Be | a a 14.4c. 
Be BOGS OC SB DOO. GF MOTs cc ck cccccccscccesandes 14.0c. 
Cursatta linseed Oil 18 DOI. soi cs cccceccccccce 22.0c. 


WHITE LEAD 
WHITE LEAD AND OXIDES. 


White lead in oil, heavy or soft paste, 100 Ib. kegs, 13%c.; 50 
and 25 Ib. nome. lhe,; 12% lb. kegs, 14%c.; 5 Ib. cans, 16%c.; 

1 Ib. cans, 18 ; 5 lb. cans packed 50 or 100 Ibs. to case; 1 Ib. 
cans packed 26, “30 or 100 Ibs. to case. 

The following discounts are granted on quantity orders for de- 
livery at one time; 500 lb. lots, 10 per cent; 2000 Ib. lots, 10 
per cent and 6 per cent; 10,000 Ib. lots, 10 per cent, 10 per cent 
and 3 per cent; carload "lots, 10 per cent, 10 per cent and 4 per 
cent. 


DRY WHITE LEAD. 
Dry white lead, 100 Ib. kegs, 13%c.; 25 and 50 lb. kegs, 14c.; 
12% Ib. kegs, 14%c. 


FLATTING OIL 


Quart cans, 12 to case, 35c. per can; 1 gal. cans, 6 to case, 
$1.20 per gal.; 5 gal. cans, 1 and 2 cans to case, $1. 10 per gal. 
Quantity discounts: 10 to 24 gallon lots, less 10 per cent; 24 to 
48 gallon lots, less 20 per cent; 48 to 96 gallon lots, less 20 and 
5 per cent; 96 gallons and over, less 20 and 15 per cent. Mixed 
orders for different sized cans will be subject to the discount for 
the combined gallonage. 


WHITE LEAD PUTTY 


White lead putty, 1 Ib. cans, 10c. per lb.; 12% Ib. cans, 8%c. 
per lIb.; 25 lb. cans, 8c. per lb.; 120 Ib. (approximate) tubs, 7c. 
per lb. 


COMMERCIAL PUTTY 
a % cans, 6c. per Ib.; 2 Ib. cans, 5%c. per Ib.; 5 Ib. cans, 4%c. 
12% lb. cans, 4%Ke. per lb.; 26 Ib. cans, 4c. per 1b.; 100 

to ogy ib. tubs, 3c. per lb 


SPIRITS TURPENTINE 


Prices ranges from 48c. per gallon. 


DRY COLORS 


COMMERCIAL LAMP BLACK. 
In 50 lb. cases, 1 lb. packages, 16c. per lb.; % lb. packages, 22c. 
per lb.; % lb. packages, 30c. per lb. Assorted sizes, 22c. per lb 


GERMANTOWN LAMP BLACK. 

In 50 lb. cases, 1 lb. packages, 25c. per lb.; % Ib. packages, 
32c. per Ib.; % lb. packages, 40c. per Ib. Assorted sizes, 32c. per 
lb.; ultramarine blue, 28 lb. boxes, from llc. to 9c. per Ib.; dry 
colors in barrels varying from 300 to 350 lbs. Prices per pound: 
Prince’s metallic, 3c.; American raw and burnt umber, 5%%c.; 
Italian raw and burnt sienna, 10c.; turkey raw and burnt umber, 
6c.; American raw and burnt sienna, 5%c.; Van Dyke brown, 9c.; 
chrome green, l.m. or dark, 15c.; American venetian red, 3c.; 
Indian red, 15c.; turkey red, 35c.; American vermilion, 35c.; 
American yellow ochre, 2c.; imported French ochre, 6%c.; golden 
ochre, 6c.; chrome yellow, 1l.m. or dark, 15c.; Dutch paint, llc.; 
extra gilder’s whiting, 7%c. 


SIZING GLUES 


White kalsomine glue, flakes, 30c. per Ib.; pure hide joint glue, 
ground or flakes, 25c. per lb.; South American sheep glue, 110 |b. 
bags, 15c. per Ib.; German sheep glue, 110 Ib. bags, 18c. per Ib. 


MISCELLANEOUS MATERIALS 


Oxalic acid, in barrels, 14c. per lb.; Italian ground pumice 
stone, in barrels, 3c. per lb.; C. P. aluminum bronze, 1 1b. cans, 
75c. per can; pale gold bronze, 1 lb. cans, 65c. per can; copper 
bronze, 1 lb. cans, $1 per can; cotton waste, 50 Ib. bales, l4c. to 
15c. per Ib.; alcohol, C. D. No. 5, in steel drums, 43c. per gal.; 
steel drums are charged at $6 each, which is refunded when 
drums are returned. 


SHELLAC 


T. N. Grade, 164 lb. bags, 22c. per lb.; Vac-Dry, bleached, 250 
Ib. barrels, 28c. per lb.; Orange, 164 lb. bags, 23c., 25c. and 32c. 
per lb., according to grade; 5 lb. Pure White Shellac, 50 gal. 
barrels, $1.65 per gal.; 5 lb. Pure Orange Shellac, 50 gal. barrels, 
$1.35 per gal.; 4% lb. Pure White Shellac, 50 gal. barrels, $1.55 
per gal.; 4% lb. Pure Orange Shellac, 50 gal. barrels, $1.25 per 
gal.; 4 lb. Pure White Shellac, 50 gal. barrels, $1.45 per gal.; 
4 lb. Pure Orange Shellac, 50 gal. barrels, $1.15 per gal. 


STEP LADDERS 


High grade, 4 ft., $1.95; 5 ft., $2.40; 6 ft., $2.90; 7 ft., $3.40: 
8 ft., $3.90; 10 ft., $4.80. Medium quality, 3 ft., 75c. each; 4 ft., 
$1.00; 5 ft., $1.25; 6 ft., $1.50; 7 ft., $1.75; 8 ft., $2.00; 10 ft., 


$2.50. —— quality, 4 ft., 80c. each; 6 ft., $1. 00 each; 6 ft., 
$1.20 each 


EXTENSION LADDERS 

Complete with rope and pulley assemblies, 20 ft., $5.60 each; 
24 ft., $7.85 each; 26 ft., $8.45 each; 28 ft., $9.00; 30 ft., $9.65; 
32 ft., $10.15; 34 ft., $10.70; 36 ft., $11.20; 38 ft., $12.00; 40 ft., 
$12.50. Extra ropes for extension ladders, $1.25 each. Mxtra 
pulleys for extension ladders, $1.25. 


FLOOR WAX PRODUCTS 
Powdered Wax.—4 02z., 23%c.; 
$2.66% per package. 


Prepared Paste Wax.—2% oz., rahe 
2 Ib., $1.06%; 4 Ib., $2.00; 8 Ib., $3.73% 


Prepared Liquid Wax.—% pt., 83%c.: 1 
% gal., $1.60; 1 gal., $2.66%. 


Floor Polishing Outfits.—Includes quart bottle of liquid wax, 
one way mop, one weighted floor brush and instructions, $3.75. 


Weighted Floor Brushes.—15 lb., $3.75; 25 Ib., $5.25. 


8 oz., 33%c.; 16 oz., 66%c.; 5 P., 


% Ib., 33%c.; 1 Wb., 56%e.; 


pt., 50c.; 1 qt., 98%c.; 


SANDPAPER 


Size 00, 100 sheets, 83c. per box; size 0, 100 sheets, 83c. 
box; size %, 100 sheet, 89c. per box; size 1, 75 sheets, 74c. 
box; size 1%, 50 sheets, 56c. per box; size 2, 50 sheets, 65c. 
box; size. 244, 50 sheets, 7ic. per box; size 3, 25 sheets, 4l1c. 
box. 

Utility packages of sandpaper, 6%c. each. Full cartons of 72 
packages are subject to an additional per cent dis«ount. 


per 
per 
per 
per 
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NEW YORK: 


New York, Aug. 19. 
NFLUENCED by recent rains, 
I which have relieved the drought in 
this section, and also by the ap- 


proach of the Fall buying season, busi- | 
metropolitan | 


hardware market have assumed a some- | 


ness conditions in the 
what healthier tone. While the pick-up 
in activity has so far been slight, there 
is reason to believe that the usual mid- 
summer lull has about run its course. 
Most wholesalers anticipate that by the 
middle of September a marked improve- 
ment will be noticeable in the demand. 
While the drought damaged garden 
truck and farm crops in nearby sec- 
tions; the recent rains arrived in time 
to relieve the situation and to prevent 
a total loss in some instances. The pos- 
sibility of a water shortage, which 
seemed probable, is also past. Dealers, 
for the most part, have thus far re- 
frained from placing their customary 
orders for fall merchandise. This leads 
the trade to believe that when orders 
for fall requirements start to come in 
that business will be brisk. It is pointed 
out that stocks are unusually low and 
that dealers will not be able to delay 
their orders much longer, if they expect 
to. have the goods on hand when the 
public starts to call for fall items. 


PAINT IS ACTIVE LINE 


Retailers in the metropolitan area re- 
port that in comparison to other major 
hardware departments paints are mak- 
ing an exceptionally good showing: Sev- 
eral dealers asserted their paint sales 
so far this year are running slightly 
ahead of a year ago. The marked ac- 
tivity in painting materials is almost 
wholly attributed to the fact that many 
idle home owners are using their leisure 
time to paint their houses. Unemployed 
home owners, it seems, have decided 
that they can economize by painting 
their homes themselves, in preference 
to paying a professional painter the 
union scale of $12 per day for the job. 
The same trend for economizing is evi- 
dent to a less degree in the improved 
demand for household tools. Many 
householders are buying tools to be 
used about the home in making minor 
repairs for the coming winter months. 


FALL SPORTING GOODS 


Early shipments of ammunition and 
fall sporting goods are being made. 
Orders which have been taken are of 
about the usual size, although there is a 
tendency among dealers to place orders 
at the last minute. Clay targets are 








AT A GLANCE | 


Business has a_ healthier 
tone. Recent rains and the ap- 
‘proach of fall are factors in 
slight improvement. : 

* * & 





Paint is one of the most ac- 
tive major lines. Ammunition 
and fall sporting goods have 
started to move. Housefur- 
nishings are holding their own. 

* % % 


Building supplies and allied 
lines are dull. Construction in 
the New York district shows 
further decline. 

e * & 


Raw copper has reached a 
new low. Factory employment 
in the State decreased in June- 
July period. Current prices 
are little changed. 











moving in an excellent volume. Some 
stores located in sections where trap 
and skeet shooting is a popular sport | 
are receiving their first carload ship- 
ments of clay birds. The ammunition 
situation, this year, is considered more 
satisfactory than last year, when prices 
were in a rather demoralized state. In- 
terest is being shown in nearly all types 
of fall hunting and camping equip- | 
ment. 


HOUSEWARES HOLD OWN 


Housefurnishings are in almost nor- 
mal demand. In this respect they have 
held their own remarkably well in view 
of present conditions. This is particu- | 
larly true in such stores as have added 
the newer housewares to. their stocks. 
Colored pottery in pastel shades, elec- 
tric clocks, enamel ware in various hues 
and many similar new items are en- 
joying a brisk demand. At the same 
time a good demand has prevailed for 
the more or less staple line of house- 
wares. 


BUILDERS’ SUPPLIES SLOW 


Most items allied to construction are 
very dull: One merchant who is quite a 
factor in builders’ supplies declared that 
the decline in sales of this particular 
line has been almost perpendicular in 
comparison to previous years. As an 
example, he pointed out that in normal 
years his store would sell about ten 








| 





Business Tone Has Improved Slightly— 
Recent Rains Were Helpful Factor 


cars of explosives for construction pur- 
poses. Up until the present time only 
two cars have been required. 

Constructfon contracts awarded in 
the metropolitan area during July 
declined 14 per cent from June and 61 
per cent from a year ago, according to 
F. W. Dodge Corporation. 

New construction of all types during 


| July at $68,861,300 stands against $80,- 


324,900 for June and $177,720,800 for 
July, 1929. For the year, $581,364,100 


| shows a decline of 25 per cent from 


$771,257,000 in the corresponding seven 
months of 1929. 

July contracts were larger than in 
June for residential, industrial, public, 
religious and memorial buildings, but 
these were offset by declines in com- 
mercial, educational, hospital and insti- 
tutional, social, recreational buildings, 
public works and utilities. 


COPPER REACHES NEW LOW 


Sales of raw copper metal were made 
in the New York domestic market at 
1034c. per pound on Aug. 14. This is 
the lowest price of the downward 
movement of the red metal which 
started to decline from an 18c. level 
about the first of the year. Although 
the sale, which was of 6,000,000. pounds, 
was attributed to a custom smelter, the 
decline below llc. a pound is expected 
to mean that foreign purchasers will 
refrain from paying the equivalent of 
llc. in the foreign market. The larger 
selling agencies, it is said, are main- 
taining prices at llc. a pound. 


FACTORY EMPLOYMENT OFF 


Seasonal dullness together with gen- 
eral depression caused a net decrease 
of 4 per cent in factory employment in 
New York State between the middle of 
June and the middle of July, according 
to State Industrial Commissioner 
Frances Perkins. The seasonal decline 
from June to July usually amounts to 
about 1 per cent. The only other year 
since 1914 when the June to July de- 
cline has been as great as 4 per cent 
was in 1924. 


PRICES LITTLE CHANGED 


Prices, in the main, are little changed. 
Some shading is in evidence in orders 
embracing large quantities of competi- 
tive merchandise, but as a whole pres- 
ent quotations are holding remarkably 
well. A lower trend is apparent on 
some items of high copper content. 
Bronze or brass builders’ hardware is 
steady, however, as current prices are 
considered below production cost. 
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TWIN CITIES: 


MINNEAPOLIS, MINN., Aug. 19,—Last week the heat wave which 
has been oppressing the country relaxed its hold over the Middle 
West at least, and cooler weather and regional showers relieved the 
drouth. This will be a distinct aid to the late crops. 
that a gain in live stock receipts has-been recorded at receiving 
points, which is partly due to the fact that stock raisers have been 


(Minneapolis office of HARDWARE AGE) 


selling, to diminish their herds, for fear of a shortage of feeds. 


Bank clearings have shown a gain in the Northwest tributary to 
Reports from districts where threshing has been 
done show that grain crops in many places were not damaged as 
In other regions, the grain failed to 
fill out, and light crops resulted with small returns for the farmers 
Districts where diversified farming has been prac- 
tised have not been so hard hit as where grain farming is the rule. 

Buying for current needs, with little interest in placing orders for 
fall and winter merchandise, continues to be the ruling practice. 
Jobbers are forced to carry heavier stocks, to meet the demand which 
Vacation and tourist supplies are 
still selling well, August being one of the best months in the year 
Dealers are looking forward to a 
fairly good year for guns and ammunition, as game is reported as 
In parts of Scuth Dakota, where pheasants are 
found, reports state that they are more plentiful.than ever, and it 


the Twin Cities. 
much as at first was feared. 


in those regions. 


is expected later in the season. 


in the Northwest for this trade. 


being plentiful. 


is expected that it will be an exceptional year for them. 


After the first frosts, fishing is again one of the main interests 
of the sportsman, and dealers are looking for a good demand for 


tackle. 


Collections continue to be fairly good, despite the adverse con- 
ditions which have been common talk. Trade in some lines has 


continued fairly good throughout the year. 


Prices are still holding fairly steady, no further changes having 


been made since those reported a week ago, on nails and wire. 


PRICES QUOTED HEREWITH ARE JOBBERS’ QUOTATIONS TO 


RETAILERS, F.O.B. ST. PAUL AND MINNEAPOLIS. 


AXES. 

Single bit, base weight, unhandled 
axes, $15.00 to $16.50; double bit, 
$20.00 to $21.50; single bit, handled. 
$19.25; double bit, handled, $24.25 
doz., net. 

BOLTS. 


Carriage and machine bolts, 60-10 
per cent; stove bolts, 75-10 per cent, 
and lag screws, 60-10 per cent from 
standard lists. 


BRADS. 


Wire brads, in 25-lb. box at 75 per 
cent from lists. 


BUILDING PAPER. 


Red rosin sized building paper, 

$2.52, and tarred felt, $3.00 cwt., net. 
CHAIN. 

Log chain, coppered, 4 x 14, $1. 
5/16 x 14, $2.11; % $2. 89; suit 
ae y% x 14, 31. 40; x16 x 15, 31. 88; 
%x » $2. 54 each; proof coil chain. 
% hg > % in, 


$26.13; 56 agg $41. 82. per 100 ft. 


BUILDERS’ HARDWARE. 


Steel butts, 3144 x 3%, old copper 
or dull brass finish, less than case 
lots, 161%4c. per pair; 4 x 4, old cop- 
per or dull brass finish, less than 
case lots, 22c. per pair. Heavy steel, 


bevel inside sets, $8.00 per doz. sets. 
Steel, bit-keyed front door sets, $1.20 
per set; 


wrought brass, bit-keyed 





front door sets, $2.40 per set; wrought 
brass, cylinder front door sets, $4.75 
per set. All lock sets quoted in old 
copper finish. 


EAVES TROUGH CONDUCTOR PIPE 


AND ELBOWS . 


Eaves trough, 28-ga., 3-in., slip 
joint, 5-in., in crates, $5.25; 6-in., 
$6.40; conductor pipe, 3-in., in crates, 
not nested, $5.10; 4-in., $7.15 per 100 
ft.; elbows, 3-in., $1.73; 4-in., $2.88 
doz. net. 

FILES. 


First quality files, 50 per cent, and 
otal brands, 60-10 per cent from 
ist. 


GALVANIZED WARE. 


Standard galvanized pails, 10-qt., 


$2.70; 12-qt., $2.85; 14-qt., $3.10; stock 
pails, 16-qt., $4.70; 18- qt., $5.50; 
standard tubs, No. 1, $7.15; No. 2, 
$8.00; No. 3, $9.35; heavy, No. 1, 
$13.20; No. 2, $14. 40; No. 3, $15. 60 
doz. net. 

GLASS AND PUTTY. 


Single and double strength A grade 
glass Minnesota prices, 83 per cent 
from lists; strictly pure putty, in 50- 
lb. steel drums, $5.35 cwt., net. 


GRASS SHEARS. 


“Doo-Klip” grass shears, $10.80 
doz.; ‘‘Doo-Klip’’ long handle grass 
shears, $18.00 doz. net. 


Reports show 





Cooler Weather with Showers 
Helps Late Crop Development 


| ICE CREAM FREEZERS. 


Acme, 2-qt., galvanized, 75c.; 4-qt., 
$1.65; White mountain, 4-qt., $4.13; 
8-qt., $6.75 each net. 


LANTERNS. 


Dietz D-Lite, No. 2, $13.00; No. 2, 
large fount, $14.25; No. 2, Blizzard, 
$13.00; No. 2, Blizzard, large fount, 
$14.25; Wizard, Cold Blast, $8.50 doz., 
net. 


| LAWN GOODS. 


Nelson's Perfect Clinching hose 
couplings, $2.25 per doz.; Perfect 
Clinching hose menders, 90c. per doz. 


LAWN HOSE. 


Competition, %-in., 3-ply, 5'%4c.; 
Good Luck, %-in., 6-ply, 9c.; Bull 
Dog, %®-in., 7-ply, 12%c.; Manhat- 
tan Whipcord Molded, 5-in., in 500- 
ft. bales, black, 7c.; red, 7%c. ft.; 
coupled in 50-ft. lengths, black, 
5g-in., $7.30; red, $7.80 per 100 ft., 
net. 

LAWN MOWERS. 

a Style A, 15-in., $18.00; 
17-in., $20.25; 19-in., $22.25; 21-in., 
$25.00 each, ‘net. 

MILK CANS. sg BS 

Railroad, wide neck, 8-gal., $2.50; 


10-gal., $2.70 each, net. 
NAILS. 
Standard wire nails and cement 
coated wire nails, $2.65 per 100-Ib. 
keg base. 


POULTRY NETTING. 


Hexagon, 63% per cent from lists. 


PRUNERS. 


“Doo-Klip” 
net. 


REGISTERS. 


Cast iron or wrought steel regis- 
ters, 40-10 per cent from lists. 


ROPE. 


Best grade manila rope, 21c. Ib.; 
second grade, 17c. lb.; best grade 
sisal rope, 16%4c. lb.; second grade, 
16c. Ib. 


ROLLER SKATES. 


Union line, extension, web heel and 
toe straps, plain steel rolls, 75c. per 
pair. 

Same for boys, with self-contained 
ball bearing wheels, $1.45 pr. Same 
for girls, with self-contained ball 
bearing wheels}? $1.45 pr. 

Chicago line, No. 181, $2.65; No. 
183, $2.75; No. 185, $2.75; No. 101, 
$1; Nos. 193 and 105, $1.40. 


SANDPAPER. 


Best grade sandpaper, No. 1, 93c. 
per box of 75 sheets; second grade, 
No. 1, 69c. per box of 75 sheets; gar- 
net, No. 1, $15.68 per ream, net. 


SASH CORD AND WEIGHTS. 


Sash cord, best grade, 58c. lb. base; 
second grade, 3lc. lb.; third grade, 
25e. Ib. base; net and cast iron sash 
weights, $1.95 cwt., net. 


SCREWS. 


Wood screws, flat head bright, 50 
per cent; flat head japanned, 35 per 
cent; round head blued, 40 per cent; 
flat head brass, 42%4 per cent; round 
head brass, 3714 per cent from lists. 


SCREEN DOORS AND WINDOW. 


Doors, common, 2-8 x 6-8, $1.65 
each; fancy, $2.60 each; screens, Con- 
tinental, extensions, 24-in., $9.75 doz.; 
Wabash, extension, 24-in., $4.85 doz., 
net. 


pruners, $10.80 doz., 
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SOLDER. TIRES AND TUBES. 

Warranted half and half solder, Mansfield tires, 30 x 3%, Liberty 
22%c. Ib., and strictly half and half cord, $4.17. Mansfield heavy duty 
solder, 23%c. Ib., in 100-lb. boxes, net. oversize, Liberty, 32 x 4, $7.95. 

Mansfield heavy duty, 32 x 4, ve 50. 
STEEL SHEETS. Mansfield double service, 29 x 4.50, 


Galvanized steel sheets, 24-ga. one. we double service, 32 


(base), $4.30; black steel sheets, 24- 
ga. (base), $3.70. Armco galvanized rpubes,,30 x 8%, senneneld, gt. = 
— sheets, 24-ga. (base), $6.25 cwt. Tubes, 30 x 3%, Lib erty, 90c. Tubes, 
. 29 x 4.40, Liberty, $1.13. Tubes, 32 
TIN x 6.00, Liberty, $1.99. 


Furnace coke tin, ICL, 20 x WHEELBARROWS. 


$14.30 box, and roofing, 20 x 28, 8 ie Hardwood stave trays, $34.20 doz.; 
coating, IC, $14.75 box, net. selected hardwood stave trays, $40.80 








doz.; tubular steel trays, 4% ft. ca- 
pacity, $7.20 each; Gopher garden, 
$3.75 each; American garden, $6.25 
each, net. 


WIRE. 


Galvanized barbed cattle wire, $2.70 
per 80-rod spool; special galvanized 
barbed hog wire, $2.88 per 30-rod 
spool; No. 9 (base), smooth, galvan- 
ized wire, $3.25 cwt., and No. 9, 
smooth, black wire $2.80. 


WIRE CLOTH. 


Black painted, 12 x 12 mesh, $1.65; 
aluminum finish, 12 x 12 mesh, $1. 85 
per 100 sq. ft., net. 


Is Fair—Collections Poor 


KANSAS CITY: ‘ci inecits 


(Kansas City office of HARDWARE AGE) 

KANSAS City, Aug. 19.—Local rains over a great part of the Kan- 
sas City territory have brightened things up and put new life into 
the agricultural trade and especially the stock and dairy business. 
On Aug. 12 a slow, steady rain began falling on eastern Nebraska, 
northern Missouri and eastern Kansas. About 11% in. of rain fell 
during the day and it came down slowly. 

There is every indication of a pickup in farm supply business 
owing to the fact that many farmers will now get into their stubble 
fields to do fall plowing. This always makes repair business. It 
has rained as far west of Kansas City as Topeka and east as far as 
Sedalia. Indications are that the drought is broken and a few more 
good rains will put a different aspect on the whole business situation. 

Taken as a whole business is fair. There are bad spots and good 
ones. This section had a small grain crop above the average. How- 
ever, the price started out low and up to the time when corn began to 
be hurt by the dry weather stayed that way. This made the farmers 
reluctant to sell their small grain so they stored much of it and this 
had made a lively business in metal grain bins. The dry weather 
put the small grain in ideal shape for storage. 

One thing about the recent dry weather and that is the condition 
of the ground for spring tillage. Last year we had a dry spell that 
set in about July 1, and the ground became dry and very hard. This 
year, according to reports, the ground has been dry but mellow. 
With a few more good rains, and perhaps a general soaking, the 
Kansas City territory will soon be humming with agricultural activ- 
ity and business will respond accordingly. 

In view of the fact that farmers have held their wheat} collections 
have not been as good as wholesalers would like to see, but still they 
are only slightly under last year and perhaps fully as good as in 
1928. 

PRICES QUOTED HEREWITH ARE JOBBERS’ QUOTATIONS TO 
RETAILERS, F.O.B. KANSAS CITY. 


100 lb. Tarred felt, $3. 00 per 100 Ib. 
BARBED WIRE. Insulating paper, $2.10 per roll of 


Galvanized barbed wire, hog or 500 sq. ft 
cattle, catch weights, $3. 65. per hun- 
dred; - ‘-“? ae fees me hog, ig BOAT OARS. 

“hy aes egy P eaed eg care ee Rg Plain ash, straight handle, in from 
B296"per spool? s0-rod painted hog, |g Teta SHE tr tenetha ahs, ‘per fe 
tle, $2.96 per spool. Plain, annealed od cog he gg e galvanized iron, 
wire No. 9, $3.15 per hundred; No. ~ #5 E 


, galvanized, $3.60 per hundred. BICYCLE TIRES. 
Overland thornproof, black side 
BASEBALL SUPPLIES. walls with red tread, 28 in. x 1% in., 
Good quality autographed bats of $2.50 per pair. 
selected white ash, $18.00 per doz.; 
No. | 0 nomicial, baseball, si6. .50 yer CAMPING EQUIPMENT. 
oz. oO professional mode al No. , $6.20; 
catcher’s mitt, $10.00 each; No. 250, 1k eee te ee ot. OS 
horsehide face, $3.35 each; No. JD 40c “Badger” folding table 
professional model fielder’s glove, wood top and legs, No. 208, 
$5.70 each; No. 56 boy’s, $1.00 each; Coleman No. 9D camp stove, 
best uality, No. JP mask, one No. 2D, $8.50. 


piece, $10.50 each. 
CROQUET SETS. 
BUILDING PAPER AND FELTS. Four-ball maple, No. 05, $1.25; 
Red-rosin-sized building paper, No. eight-ball sets, $1.85; No. 9 eight- bali 
30, 66c. per roll. Slater’s felt, 88c. fancy painted, $3. he No. 6 four-ball 
per roll. Asbestos paper, $6. 00 per fancy painted, $2.15. 


Reading matter continued on page 56 








ELECTRIC FANS. 

Ten-in. oscillating, high grade fan 
single speed, $11.55 each. Same in 
9-in., $8.75. No. sy oe Te 8 
in., $3.20; No. aud in., $3.70; No. 
B64, 10 in., $7.00. 


FISHING TACKLE. 

Rods, split bamboo, fly rods, No. 
974 x. 60 each; No: 3097, $3.95 ‘each: 

No. BBC46GG steel bait ‘casting rod, 
$1.49 ae Best quality No. 275, cork 
grip, agate guides, in from 5 to % 
ft. lengths, $7.35 each. 

No. 1000 good quality, level wind- 
ing, anti-backlash reel, $5.65 each; 
No. 1893 level winding, $3.35; No. 12 
level winding, anti-backlash, $13.25; 
No. 100 level winding, $3.35; No. 223, 
$1.85. Enameled silk line, 100 yards, 
23-lb. test, $2.65; 16-lb. test half cast- 
ing line, 100 yd., 


GARAGE HARDWARE AND LOCKS. 


No. 1776%J garage door set for 
hinged doors, $2.25 per set. No. 
7T25058 sliding garage door set, $4.35. 

ide bevel lock set, $4.25 per doz.; 
lock sets with glass knobs, $7.00 per 
doz.; Ng. 165 3-in. wrought steel 
butts, 30. per pair. 


GOLF BALLS. 
Eagle, both 1 62/100 in. and 1 68/100 
in., $6.00 per dozen. Paramount, same 
sizes, 00. 


ICE CREAM FREEZERS. 

All metal, No. F2A, 2 qt., $9.50 per 
doz.; all metal automatic freezing, 
2 qut., $2.70 each; wood pail, 2 qt., 
ae each; steel frame, wood pail, 
» $2.75 each; 4 qt., $3.35 each.; 
5a ” $4. 25 each. Three-motion, steel 
frame, wood pail, 4 qt., $4.10 each; 

6 qt., $5.16 each. 


LANTERNS. j 
Dietz Little Wizard, $1.00 each; 
Dietz Little "Giant, $1.30 each; and 
Dietz Monarch Hot Blast, 90c. each. 


PAINT. 
Pure outside white lead and zinc, 
$3.00 per gal.; colors, $2.80 per gal. 


PAINT BRUSHES. 

Selected black Chinese _ stucco, 
length out Here No. 30; $25.00 per 
doz.; No. 35, $34.45. Selected black 
Chinese wall brush, _ eg ge 
3 in., 2% in. out, $13. 3% in. 4 in. 
out, $17.05; 4 in., 4 = out, $24.55; 
4\4-in., 41% in. out, $30.70: 5 in., 
434 in. out, _ 75. Dutch kalsomine, 

40, in. out, selected Russia 
bristle, $42.75 per doz. ; No. 50, 4% 
in. out, $51.25 per doz. Black Chinese 
bristle oval varnish, No. 4/0, $10.60 
per doz.; No. 6/0, "$13.30 per doz.; 
No. 8/0, $14. 25 per doz. Flat varnish, 
1 in., $2.80; 1% in., $3.85; 2 in., $5.75; 
2% in., $7.90; 3 in., $10.15. 


ROOFING. 

Roofing pitch, $28.40 per ton; roof- 
ing asphalt, $29.00 per ton. Asbestos, 
liquid roof coating, 50-gal, steel drum, 
48c. per gal.; 30-gal. steel drum, 45c. 
per gal.; 5-gal. steel pails, 53c. per 
gal. One-gallon cans, 6 to the case, 
$4.10 per case. 

Plastic roof cement, steel drum, 
480 lb. gross, 5%c. per Ib.; % rs i 
drum, approximately 290 Ib., SHC. 
per Ib.; 100 Ib., 6%c. per Ib.; 25-Ib. 
steel pails, The. per Ib. 


ROPE. 


Manila rope from 17 to 21 cents a 
pound depending on quality. 
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THE DUCK WIDOW 





WELL ITS ABOUT TIME 
SHOWING UP! You/RE ALWays 
GONE ON THESE DUCK HUNTING 
TRIPS— I GuESS I'M WHAT You 
MIGHT CALL A 
DUCK wiDdow! 


Mg 
fied 


? 


§ ¢ 


AND You CHOOSE BETWEEN Aw , Now 
ME AND THAT GUN NOW! EITHER 
Give iT UP OR I'M THROUGH 


WITH You! 
QZ 


GAs 
YG ft 


W, 147 


Ze 


FLoRENcE ! 


2) 


Roe 


I REMEMBEF THE TIME NED, BILL AND ToM ALL 
MISSED THAT MALLARD AND THEN I TURNED You 
AND DOWN CAME. 

You'Re $0 

PERFECTLY 

BALANCED 

IT WAS AL- 

WAYS LIKE 

POINTING 

one’s 

FINGER / 


ov A 

AS TRIM AND 
NEAT AS A 
YacuT ! AS 
RUGGED AS A 
BATTLE SHIP! 
iS THIS THE 

END? 


AND 1'mM THIS 
GUN OUT IN THE YARD 


HEY ' HEY! 
WHAT For ¢ 
WHAT For ? 


RIGHT Now! 
ay 
Y ; 
aa 


GOOD OLD MODEL tl. NEVE FAILE 
Me! IN RAIN, SNOW, SLEET OR WHAT HAVE 
YoU WERE ALWAYS POSITIVE IN 
Your ACTION . 
IS THIS 
THE 
END* 


ps - 


=~ - 


LL NEVER FORGET THE DAY I MET YOU- 
THE MINUTE THE HARDWARE DEALER PLACED 
IN MY HAND AND SAID’ THIS {5 


SN ‘ REMINGTON mopeL || 7 I KNEW 
oF You WERE A 


THOROUGHBRED. 


GoopBYE 
FLORENCE! 


rer miss 
You ! ~S 
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A Foundation for Salesmanship 


O fixed set of rules will ever convert a clerk 
into a salesman. Nevertheless, there are cer- 
tain things which any person who aspires to 
salesmanship should know and_ observe. 
However, simply knowing and observing 
them will not accomplish the desired end. 

They are merely bricks for a foundation on which to 
build salesmanship. 

A well known merchant recently compiled a list of 
qualifications, which, in his judgment, a retail salesman 
should possess. This is the list : 

1, A successful salesman must be loyal, industrious 
and honest. 

2. He must be able to look a customer straight in the 
eye, but without creating the impression of aggres- 
siveness. 

3. He must know what he is talking about, and talk 
only when he has something worth while to say. 

4. He should make his statements quietly, but with 
sincerity, and listen respectfully when the customer 
speaks. 

5. He should study his customers until he understands 
them and knows how to make them understand him. 

6. He should cultivate the habit of smiling, regardless 
of whatever turn the sale may take—not a wooden smile 
or a grin, but a smile of genuine good fellowship. 

7. He must be able to keep his thoughts at least one 
point ahead of the customer’s. 

8. He must never let the discourtesy of a customer 
lead him to be discourteous. 

9. He must, under no circumstances, knock a com- 
petitor or a competitive line. 

10. He should guard against the formation of any 
personal habit which might be offensive to any customer. 


11. He should avoid any suspicion of superiority. 

12. He should be especially considerate of women and 
children. 

13. He should be able to make his customers feel that 
he has a personal interest in them, aside from any busi- 
ness or sales interest. 

14. He should never speak disparagingly of the store, 
the proprietor, a fellow employee, or a customer. 

15. He. should give each customer, every time he 
comes into the store, the same courteous attention he 
would grant a brand new customer. 

16. He should take nothing for granted when showing 
merchandise, but should explain even the most common 
of details. 

17. He should never hurry a customer or appear un- 
easy because he is slow in making up his mind. 

18. If he makes a mistake he should acknowledge it 
openly, taking care that he does not make the same mis- 
take twice. 

19. He should give the same attention to complaints 
and exchanges that he does to sales. 

20. He should never discuss politics, religion, or any 
controversial subject in the store. 

“What would you do,” I asked the maker of the above 
rules, “if a customer asked you a point blank question 
on politics?” He smiled. “I’d say: ‘Charlie, when you 
ask me about politics, I’m all at sea. I don’t know much 
about politics. If you ask me about hardware, that’s a 
different matter—and that reminds me—have you seen 
our new line of fishing tackle? Come over to the sport- 
ing goods department and let me show you something 


” 


interesting.’ 
His rules constitute 20 bricks for a real sales founda- 


tion. 





White Rust of Gaile Wes 


HE so-called white rust, often noted on the surface 

of zinc-coated sheets and wires, has been the subject 

of investigation by E. H. Schulz, who reports his 
findings in Stahl und Eisen for March 20. 

White rust is most frequently observed in cases where 
the galvanized material is exposed to the action of sea- 
water. It is noticed also in cases where pieces are packed 
so closely that, upon wetting by rain or dew subsequent 
drying out is retarded. This would apply to piled sheets 
or wires wound rather closely on spools. 

It has been determined that the rusting of zinc coatings 
in sea-water is a fundamentally different process from 
that which is occasioned by the action of condensing 
moisture in confined spaces. The former is due to the 
particular action of chloride and of small amounts of 
magnesium. 

In the latter case, the reaction is described as follows: 
Initial formation of zinc hydroxide takes place when 
water remains in contact with zinc for an appreciable 


length of time. The solution formed is hygroscopic, so 
that, once the reaction starts, it proceeds indefinitely by 
absorption of additional water from the air. Carbon 
dioxide is also absorbed from the atmosphere and causes 
the formation of basic zinc carbonate. By analysis of 
the samples of rust it is found to contain zinc oxide, 
hydroxide, and carbonate. In appearance and chemical 
action it is much like iron rust. 

It has been noticed that materials shipped from 
Germany to South America suffer especially from the 
white rust. In explanation, it is believed that the route 
followed by steamers between these points is subject to 
excessive precipitation of moisture. Certain galvanized 
products from the United States are greased before ship- 
ment to South America. 

The remedy for white rust is to be sought in proper 
atmospheric conditions, free access of circulating air 
being the most important. The purity of the zinc is 
claimed to have no influence. 
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(Sell Saccesstal Brashes | 


SBORN BRUSHES succeed where lesser 
brushes fail. Hardware distributors selling 
Osborn Brushes are selling the greatest possible brush 
values and making greater yearly profits doing it. 
One of hundreds of the successful line of Osborn 
Brushes is No. 666 Roof Brush. No doubt about it 


—this brush is a star seller and profit-maker. 

















Sell successful brushes — Osborn Brushes. 


THE OSBORN MANUFACTURING LOMPANY 


5401 HAMILTON AVENUE. - CLEVELAND, OHIO 
Branch Offices: New York, Detroit, Chicago, San Francisco, Los Angeles 
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New CATALOGS anp 


Landon P. Smith, Inc., 
Offers Red Devil Catalog 13 


Red Devil glass cutters and glaziers’ 
tools are shown and described in catalog 
No. 13, recently issued by Landon P. 
Smith, Inc., Irvington, N. J. It describes 
the various items offered by the concern 
under its several trademarks. Prices, 
methods of use, specifications and illus- 
trations make this catalog complete and 
of value to the dealer. 





Westinghouse Folder Describes 
Safety Switches for Electric Ranges 


Direct Mail Folder 5283, describing 
and giving the ratings of safety switches 
for electric ranges, has been published 
by the Westinghouse Electric & Mfg. 
Co., East Pittsburgh, Pa. Folder in- 
cludes six photographs, showing the va- 
rious types of safety switches manufac- 
tured for this application. 





Universal and Reliance Appliances 
Described in Attractive Catalog 


Landers, Frary & Clark, New Britain, 
Conn., have recently mailed to electrical 
dealers throughout the United States an 
attractive illustrated catalog showing 
some of the Universal and Reliance line 
of electric appliances. Popular priced 
items in the two lines are illustrated, de- 
scribed and priced in this attractive book- 
let. 


Plomb Catalog Shows Tools for 
Aviation and Automotive Trades 


Catalog No. 10 has been issued by the 
Plomb Tool Co., 2209 Santa Fe Ave., 
Los Angeles, Cal. The first three pages 
show revolving display boards, body and 
fender tool board, wrench display board 
and single panel display board, for skele- 
ton display. Salesmen’s sample cases are 
shown and described. The balance of 
the pages in this illustrated catalog is 
given to descriptions including prices and 
specifications. 





Damascus Steel Products Co. 
Issues Catalog No. 7 


Damascus Steel Products Corp., Rock- 
ford, Ill., has issued catalog No. 7, which 
illustrates a good many new lines that 





DEALERS’ HELPS 


Available from Manufacturers 


have been added since the last issue. 
The line of tools and cutlery produced 
by the concern is shown in this catalog. 





Westinghouse Offers Catalog 
Showing Electric. Appliances 


Westinghouse Electric & Mfg. Co., 
East Pittsburgh, Pa., is issuing through 
all of its offices catalog 285, showing the 
Westinghouse electric appliance line for 
1930 and 1931. .It covers automatic per- 
colators, creamers and sugars, percolator 
trays, automatic waffle irons, automatic 
toasters, sandwich grills, table stoves, 
automatic irons, travelers’ irons, automatic 
tailors’ irons, hot plates, warming pads, 
tumbler water heaters, curling irons, cozy 
glow radiators, portable room heaters, 
solar glow room heaters, cord sets, auto- 
mobile engine heaters and automatic elec- 
tric ranges. 





John Chatillon & Sons 
Issue Scale Catalog 25 


Scale catalog No. 25 has been issued 
by John Chatillon & Sons, New York 
City. It shows and describes this com- 
pany’s line of precision spring scales. 
Prices, terms, specifications, methods of 
ordering and other important information 
concerning the line are given. 





August Issue of 
The Standard News 


The August issue of the Standard 
Electric Stove Co. house organ, The 
Standard News, has been issued by that 
firm from its office in Toledo, Ohio. It 
shows some of the line as displayed in 
stores of the company’s agents and gives 
information as to seasonable sellers of- 
fered by the concern. Information as 
to the organization and some of the prod- 
ucts made by it is included in this issue. 





Bryant Electric Co. Offers 
Wiring Devices Catalog 30 


The Bryant Electric Co., Bridgeport, 
Conn., is now distributing its new cata- 
log No. 30. It contains 152 pages, in an 
attractive brown cover, of loose leaf 
form. The line of Bryant, Perkins and 
Hemco Products is fully described and 
illustrated in this catalog. Prices and 
other information in the catalog super- 
sede all previously quoted prices. On 





the front page is shown a map of the 
territories handled by the concern, as well 
as information as to how to address the 
company branches and how to obtain 
Bryant wiring devices. 





Eberhard Malleable Products 
Are Shown in Catalog 10 


The Eberhard Mfg. Co., Cleveland, 
Ohio, has issued a 160-page catalog show- 
ing and describing Eberhard malleable 
products used on agricultural imple- 
ments, motor coaches, motor cars, motor 
trucks, trailers, wagons and boats. II- 
lustrations and diagrams of some of the 
items are shown in this attractively 
bound catalog. Specifications and prices 
are indicated. 





Trimo Forged Steel Tools 
Are Shown in Catalog 


Trimont Mfg. Co., Inc., 55 Amory St., 
Roxbury, Boston, Mass., has issued an 
attractive booklet showing its line of 
wrenches, pipe cutters, pipe vises, body 
and fender tools and pruning shears. 
Part of the catalog, which gives price 
information and data as to specifications, 
is printed in colors. Some of the dealer 
helps offered by the concern are shown. 
Parts offered for some of the tools are 
described and illustrated. 


Warren Issues Catalog 31, 
Sectional Store Fixtures 


Catalog No. 31 has been issued by 
J. D. Warren Mfg. Co., Chicago, IIl., 
in which the Warren sectional store fix- 
tures line is described and illustrated. It 
is a 136-page booklet showing the com- 
pany’s line of fixtures for hardware, 
sporting and electrical goods, housefur- 
nishings, paint and other similar lines, 
superseding all previous fixture catalogs 
issued or the line. The catalog is of- 
fered to the dealer to interest him in 
the use of modern equipment and mod- 
ernized business premises. In the rear of 
the booklet is attached the price list. 
Construction, dimensions, finish and ma- 
terials used are described in the rear of 
the booklet. Methods of ordering, 
prices, terms and conditions of sales are 
described on the last page of the catalog. 
A folder, showing blueprints of store 
plans, its inclosed in the catalog. The 
layouts are particularly for hardware 
stores. 
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ne 
Strange How We All Ultimately Return 
to the Things That Serve Us Best! 


BY 


E. B. GALLAHER 


Treasurer of Clover Mfg. Company 
Editor, Clover Business Service 


The Jazz Age we have just passed through brought with it a number of grinding 
compounds claimed to be “world beaters.” They lasted until the Government adopted stand- 
ard specifications based on actual work value instead of on bluff. They were then ruled out— 
because a grease-mixed compound cut 3% times faster than all others, and did a better job. 


Then Commander Byrd and Captain Wilkins took only Clover Grease-Mixed Grinding 
Compound with them on their South Polar Expedition—as they had previously done when 
they went to the North Pole. 


Not so inspiring, possibly, but just as important is the conditioning of airplanes at home. 
In this connection the following letter speaks for itself: 


“We have been using Clover Valve Lapping Compound for lapping the valves on some 
1500 Liberty-12 Aircraft Engines which we have reconditioned for the U. S. Army Air- 
corps in the past and we are now working on an order of 1300 of these engines. 


I believe it is one of the most difficult valve jobs on engines of this type, as the valve must 
be tight when subjected to an air pressure of 50 to 75 pounds. The valve is about 2 3-4 
inches in diameter with a stem of only 7-16 inch diameter. The cylinder seat is steel as is 
the valve and great care must be exercised to keep the valve and seat from gaulding when 
finishing the valve by polishing. At one time I tried some ten different kinds of materials 
for valve lapping but found Clover grades ‘E’ and ‘A’ to do the best job. 
Very truly yours, 
THE STEEL PRODUCTS ENGINEERING CO. 
(Signed) J, R. Strong, Motor Dept.” 








E. B. GALLAHER: 
Clover Mfg. Co., Norwalk, Conn. 
You may send me, without obligation: 
a Sample Clover Grease- Mixed Grinding Com- 
__| pound—the kind the Government is buying. _ 
Clover Water-Mixed Valve-Grinding Compound. 
fe Inits class,there’snothing better, 
| a | Green-Stripe Sandpaper. _ ; = 
_ | Red-Stripe Turkish Emery Cloth—for polishing. 


| Yellow-Stripe Aluminous Oxide Cloth—for cut- 
| ting hard metals. The universal shop abrasive. 


You might as well have the 
best — costs no more to buy, 
and nothing to try. 















Name 


| Address 


! Character of business 


— —— 


er 
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With Pleasure 


DALLAS, TEx.—Would thank you to 
mail us 50 copies of your editorial, “Let’s 
quit riding Merry-Go-Rounds and go 
somewhere.” 

E. C. OLtver. 
Huey & Philp Hardware Co. 


Could Only Send Him Two 


CamMpDEN, N. J.—I read with unusual 
interest an article in the July 3 issue of 
the HarpwareE AcE by E. B. Gallaher on 
Chain Stores. In this article Mr. Galla- 
her took the position that independent 
dealers should take a strong position 
against factories who sell chain stores 
and cut price houses. 


Several of our division managers have 


asked if it would be possible to get sev- 
eral copies of this article in order that 
they may send a copy to each of their 
salesmen, because we are definitely work- 
ing along the lines suggested by Mr. Gal- 
laher, that is to say, we are selling only 
through regular distributors and are con- 
stantly and consistently declining to sell 
chain stores and cute rate houses. 

If you have any reprints of this article 
how can I get hold of say about 25 


== IN the WEEK’S MAIL 


copies. Will await with interest some 


word from you. F. J. SEMPLE 
R. M. Hollingshead Co. 


Thank You, Conrad 


Cuicaco, Irt.—Your Article. in the 
August 7 issue of HARDWARE AcE, “Is 
It Another Agency Plan?” and referring 
to the affiliation of Sears, Roebuck & 
Co. with the Black Hardware Co. of 
Fargo, N. D., is interesting, and for your 
information Sears, Roebuck & Co. have 
also established themselves in a similar 
manner in New Orleans, La., by buying 
an interest in Feibelman’s, a department 
store. 

This is in addition to several retail 
stores they have had in operation for 
some years. The motive behind all of 
this, as I can see it is to avoid being 
forced to discontinue business in various 
States which are proposing legislating 
them out of existence. 

If they are affiliated with a local firm 
it would be difficult to prove that a chain 
store existed. ConrAp Kunz 


Those Public Utilities! 


ALtToona, Pa.—While it has been some 
few years since I have seen you, I still 
keep in touch with you through Harp- 











neatly arranged according to size 
and scissors for every purpose. Nail 
files, tweezers, watches and ther- 
mometers and dozens of cutlery 
items follow. 

All of the on the 
green felt doors is graded as to size 
and the knives, scissors, etc., are 
neatly fastened to the doors with 
copper wires. Behind each door the 
stock is placed in wooden drawers, 
lettered, numbered and priced to 
correspond with the merchandise 
displayed on the panels. 

Keeping the people moving was 
the only way we could handle them. 
A policeman was stationed in the 
store most of the day. The Kansas 
City, Kan., store was our first 
branch so we made an extra effort 
at that time. A fine orchestra and 
a singer entertaind the people rather 
rovally. 

Ernest Brown, the manager, has 


merchandise 


Visitors Are Coming Back as Customers 


(Continued from page 41) 





his desk on the balcony where he 
can look out over the entire store. 
Mr. Brown has been with Buntings 
for eighteen years and received his 
training in the main store. His 
home is in Independence, Mo., so 
he has several reasons for being 
glad that he was made manager of 
the new store. 

The balcony is quite large and 
there is ample room for the display 
of washing machines and _ stoves, 
floor lamps, ironing boards, bird 
cages and water coolers. There is 
also a tiny rest room there. 

George H. Bunting, founder of 
the Bunting Hardware Company, 
which bears his name, and chairman 
of the board, is fulfilling his dreams 
in the opening of this line of model, 
branch stores. Less than thirty 
years ago, the first Bunting hard- 
ware store occupied a 20 by 20 foot 
rented storeroom, on a side street 





WARE AGE each week, and I just want 
to tell you that you made a hole-in-one 
bull’s eye with your article on page 44 
of issue Aug. 14. 

Several years ago we enjoyed quite a 
nice business on electric appliances, and 
that trade today is nothing; in fact, last 
Christmas’ we closed out most of our 
stock at cost or less. 

These conditions are entirely due to 
reasons as you state, and only this day 
our electric light and power company 
advertises an electric iron—value $5.00, 
so they say—for $3.65, payable $1.00 down 
and balance by the month, which they 
add to bill for current used, and this kind 
of competition is hard to buck -against 
particularly so when we do not have a 
fixed percentage of profit guaranteed to 
us. 

The hardware business is hard enough 
to make a living at with chain stores, cat- 
alog houses, jobbers who sell at retail and 
retailers who are in the DF class and 
will quote at a price so low neither they 
nor anyone else can make a profit. 

I wish to commend you for this arti- 
cle and hope it may bring forth good 
fruit, and that with the kindest regards 
that you will believe me, 


Sincerely yours, 
FRANK K. GoopFELLow. 





in the downtown business district. 

They started in 1901 with a 
capital stock of $10,000 and with 
but four employees. 

Fred Magee, manager of the 
builders’ hardware department and 
vice-president, is one of the found- 
ers of the company, and has been 
associated in business with Mr. 
Bunting for more than thirty years. 
He has lived in Independence for 
over fifteen years, and has many 
friends who will welcome the new 
store. 

Dean Paden, manager of the King 
Hardware stores of Atlanta, said 
he could not imagine such crowds 
attending the opening of a hardware 
store and that he would have to see 
it for himself. That is why he came 
clear up there from Atlanta. 

The little store is doing excellent- 
ly well. The visitors are coming 
back as customers. 
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Folks in every community need us. They're looking for us. We’re the 
hardware man’s friend because we’re restless and don’t stay put. As soon 
as your customers see us we leave you. And we bring you a nice little 
profit, too—a profit both from volume of sales and individual markup. 


I’M A STOPPER CHAIN 


| fit basins, tubs, sinks of varying sizes and 
types. My attractive blue rubber stopper helps 
beautify any fixture. | won't rust, lose my 
color, or get dirty. 





Only takes a minute to put me to work 





I'M A PULL SOCKET CHAIN 


| make short electric fixture chains long. 
And am used to repair or replace broken 
chains. Put me on lamps and outlets instead 
of cord or ribbons and they’ll look better and 
operate easier. | have a quick splicing link 
at one end and an attractive pendant at the 
other. 





I’M A KEY CHAIN 


| take up very little space but have lots of 
capacity. | take care of keys so they can be 
found in a hurry. | don't tear pockets. | never 
make anyone uncomfortable — in fact you 
don’t know |’m around until I’m wanted. I’m 
quick to unfasten and strong, kinkless and 
rustless. 





We’re used in homes, offices, factories, buildings, apartments, hotels, etc. 
Your jobber will supply you. If not, write us and we will give you the 


name of the nearest jobber who will. Send for literature. 


The Bridgeport Chain & Mfg. Co. 


BRIDGEPORT, CONN. 
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Miaydole 
Hammers are 
built for the 
man who gives 
his tools the 
hardest kind of 
use... you can 
safely recom- 
mend them to 
all others. 


More than 87 years of honest 
American quality have built up 
a demand for Maydole Hammers 
that is of real value to you. Don’t 
let your stock get low, your job- 
ber can supply you with the 
styles and weights you need. 


aydo 
Hammers 


The David Maydole Hammer Co..Norwich NY 

















‘Harris Created Women Paint Customers 


in the June 19 issue of HARDWARE 
Ace. The element of chance did 
not enter into the distribution of 
the souvenirs, as every woman in 
attendance at the stipulated hour on 
the final day received a souvenir. 
This plan necessitated two visits, 
one to witness the method of decor- 
ating and the other to receive the 
souvenir. 

It is during their second visit that 
an opportunity is provided for the 
factory representative to make a ten 
minute talk explaining the merits 
of the line of paint sponsored by 
him and handled by the store. At- 
tention was also called to the local 
reputation of the store where the 
demonstration is being held; the 
extensive stock which is carried for 
the convenience of customers and 
outlining briefly other factors calcu- 
lated to build good will for the store. 

Many larger articles finished by 
the usual brush method were also on 
display for inspection by the fem- 
inine visitors. An unfinished wood 
breakfast room set was readily 
secured when the owner was assured 
that it would be returned decorated 
in attractive fashion. Unpainted 
furniture can be taken from stock, 
obtained from the homes of store 
employees, or if not handled, bor- 
rowed from a local furniture dealer. 
In the last case, the furniture dealer 
will often be willing to display the 
decorated set in his window after 
the demonstration, accompanied by 
a suitable show card setting forth 
what brand of paint was used and 
where it may be purchased. 


By Showing Them How to Use It 


(Continued from page 32) 


An effort is also made to secure a 
large panel of linoleum or an old 
linoleum rug to refinish with floor 
enamel to enable the women to 
visualize the pleasing effect of this 
product, when used on linoleum. 
If convenient, a regular door and 
frame is also painted in order to 
show interior trim. 

In larger cities, similar demon- 
strations can advantageously be held 
during an entire week, while from 
three to four days will suffice in the 
smaller towns. As many as three 
hundred women have attended such 
demonstrations, which shows that 
they do accomplish the purpose of 
getting the attention from the ladies. 
Charlottesville has a population of 
about twelve thousand. Though no 
accurate account of the number of 
women visitors was made, it is esti- 
mated that several hundred women 
visited the Harris demonstration. 
Not all return the final day to get a 
souvenir, but a great deal of good 
“missionary” work has been accom- 
plished whether they did or not. 
They did learn something about 
painting, which starts them to think- 
ing about it. The good effects of 
the demonstration will be apparent 
for many months after the event 
has been concluded. Any hardware 
merchant can hold a similar demon- 
stration on his own if the services 
of the factory representative are not 
available for his store. As a paint 
trade builder in developing the 
patronage of women as paint cus- 
tomers, this is a very effective 
medium. 





and roof of moss green would fill 
the owner of that home with pride 
and be a joy to the neighborhood. 
Here, indeed, we have four shades, 
instead of three. 





Similar happy color combinations 


Cash in on Color 


(Continued from page 33) 


introduced into a community would 
be the means of encouraging the 
neighbors to do likewise or better. 
Healthy rivalry, profitable to the 
dealer, would be sure to ensue. 
Housewives would soon recognize 
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the new avenue of competitive style 
and we all would be off to a show- 
down in bringing out color-scheme 
work on homes to surpass what had 
been unsurpassed. 

This race in color style is bound 
to result in extra demand for house 
paint. It will be up to the paint 
merchant to guide his trade rightly 
in selecting tints that will “travel 
together.” 

In advocating the three or. four- 
color scheme to the home-owner, we 
must bear in mind that there is some 
added expense to reckon with. This 
might discourage some customers, 
otherwise receptive. In such cases 
it would be unwise to push more 
than one or two colors too hard. 

The home-owner might postpone 
his painting to wait for more funds 
or he might lose interest altogether. 
No dealer cares to run into that kind 
of a result, of course. Hence, we 
shall have to look to our better-off 
class of trade for increased volume 
on paint jobs involving several 
colors. 

Now and then some individual 
home-owner springs a pleasant sur- 
prise in color work by developing a 
combination that fits a particular 
case. This may happen if his home 
is of peculiar architecture. _ 

One of my customers has a story- 
and-a-half house. It sprawls over a 
good deal of ground and the upper 
part presents multiple angles and 
gables. The lower story is of stuc- 
co; above that is drop-siding. 


This customer, being something | 


of an artist in blending colors, used 
buff on the stucco, light buff on the 
drop-siding and Tuscan for the main 
trim; only the window sashes were 
painted white. The four-color job 
beautified a building that could have 
been rated extra hard to paint. 

Manufacturers of paint are now 
offering effective aid to their retail 
agents in a new color-scheme ar- 
rangement whereby outline or color 
specifications are given by showing 
different types of domestic architec- 
ture treated attractively in three and 
four color combinations, the fourth 
color in each case being for the roof. 

These specific suggestions, in 
every instance, bring the whole 
ensemble down to the finished job so 
clearly that the prospective customer 
need have no worry about how his 
house is going to look after it is 
painted according to any of the sug- 
gestions thus offered. 

Hardware merchants can use these 
color outlines by placing them in 
pairs in their show windows for the 
benefit of prospects who may stop 
to look, remain and inquire. The 
earlier this is done, the better their 
paint season is likely to be. 

Yes, people are color-conscious. 
Even cooking utensils must have 
touches of color on the handle or 
elsewhere. Broom handles are 
lacquered in various hues. Toilet 
paper is sold to match the bathroom 
trim. It’s the paint merchant’s time 
to cash in on color. 


Winchester Hunting Display 


The Winchester fal' hunting display for 
dealers features game pictures by Lynn Bogue 
Hunt. These attractive pieces may be ob- 
tained by dealers from Wincheste, Repeating 
Arms Co., New Haven, Conn. Cards are 28 
inches high and are supported by easel backs. 


a 


L* 


» 


\ 


Lye ee 





Card number one features a white-tailed deer, 
a rabbit and Winchester metallics of rim and 
center fire type. The second card shows a 
bird dog retrieving a ringnecked pheasant 
cock, resplendent in all colors of the rain- 
bow. On the third card is a Canada goose, 
the leader of its 
flock. A separate 
display card fea- 
turing the new 
Winchester double 
shotgun is also 
available in addi- 
tion to the win- 
dow display. 








Bakatax display cartons and 
individual boxes are mod- 
ernly designed and attrac- 
tively printed. With their 
bright color scheme of black, 





white and green, they have 


a real sales appeal. 


This new line of tacks offers many 
unusual advantages which put them 
in the profit-making class. Write for 
free sample, and give your jobber’s 
name. Geo. Baker & Sons, Inc., 
Brockton, Mass. 


BAKATAX 











WHAT’S YOUR 
SYSTEM? 


There are three ways 
: of conducting a busi- 
ness . . . by RULES 
. by HUNCHES 

. and by FACTS. 
Rales change .. . 
hunches go sour... 
but FACTS, bitter and 
sweet alike, march on 
in a never ending, im- 
pregnable procession. 
Best march with them. 
You move faster and 
with more certainty. 
For over three-quar- 
ters of a century 
HARDWARE AGE 
has presented, week 
by week, the Facts of 
the Hardware Trade. 


‘ 




















HarpwWARE AGE for AUGUST 21, 1930 








Hot of the Nail Ke 


Little yarns that others have laughed over 
culled fro mvarious sources. As a contem- 
porary puts it; “Some of them have been 


copied, the rest will be.” 











A man was told by his doctor | 
that if he laughed 15 minutes | 


every day before meals his con- 
dition would improve. 

One day in a_ restaurant, 
while having his laugh, a man 
at the opposite side of the table 
walked over and said angrily, 
“What are you laughing at?” 

“Why, I am laughing for my 
liver,” he replied. 

“Well, then,” said the other, 
“T guess I'd better start laugh- 
ing also. I ordered mine half 
an hour ago. 





Irate individual (rushing into 
editor’s office): “See here, 
you’ve published an announce- 
ment of my death by mistake. 
You must fix it up somehow.” 

Editor: “Well, we never con- 
tradict anything we have pub- 
lished, but I’ll tell you what I’ll 
do. I'll put you in the births 
coluinn tomorrow and give you 
a fresh start.” 





Doctor: “Hm! Severe head- 
aches, bilious attacks, pains in 
the neck—hm! What is your 
age, madam?” 

Patient (coyly): 
four, doctor.” 

Doctor: “Hm! Loss of mem- 
ory, too.” 


“Twenty- 





Arriving home from _ the 
party, Friend Wife took her 
hat and slammed it on the floor. 
“T’ll never take you to another 
party as long as I live,” she 
said. 

“Why?” asked Hubby, 
amazedly. 

“You asked Mrs. Jones how 
her husband was standing the 
heat.” 

“Well, what of that?” 

“Why, her husband has been 
dead two months.” 





A diplomat is a man who can 
give his wife a $70 washing- 
machine and make her forget 
it was a $700 coat she wanted. 


First Pharmacist: “Seems to 
me the bakers are gypping us 
on our bread lately.” 

Second Pharmacist: 
got one loaf yesterday 
didn't make but four 
sandwiches.” 


“Yes, I 
tnat 
dozen 





Someone tells us that out in 
Kansas ‘the following announce- 
ment appeared on the Church 
Bulletin: 

The women of this church 
have cast off clothing of all 
kinds. Look them over in the 
church basement anytime this 
week. 





“Ts your husband much of a 
provider, Malindy?” 
“He ain’t nothing else, ma’am. 


furniture providin’ he gets the 
money; he’s gwine to get the 
| money providin’ he goes to 
work; he’s gwine to work pro- 
vidin’ the job suits him, I never 
a such a providin’ man in all 
| mah days.” 





BACK SEAT BLAZE 

From Keokuk (Iowa) news- 
paper : 

Firemen were called to North 
Tenth Street between Main and 
Blondeau Streets this morning, 
where an automobile had caught 
fire from a crossed wife in the 
back seat. 





ENGLISH 


Suave Auto Salesman: “It 
runs so smoothly you can’t feel 
it, so quietly you can’t hear 
‘t, has such perfect ignition 
you can’t smell it, and as for 
speed—you can’t see it.” 

Londoner: “My word! How 
do you know the bally thing 
is there.” 














He: “I know a girl who's 
never heen kissed—so_ she 
swears.” 

She: “My gosh, who 


wouldn’t ?” 


He’s gwine to get some new | 


ploma in public speaking.” 


Employer: “Very well, go 


dress those envelopes.” 





Cop (to man driving past a 
stop sign): “Hey, there! Can’t 
you read?” 

Motorist: “Sure I can read, 
but I can’t stop.” 





Says a Spokane (Wash.) 
church bulletin: 

The Bible school made a nice 
advance last Sunday. Now just 
a little boosing and we can add 
another hundred to the atten- 
dance every Sunday. 








to the crossing,” said Ella, “I’ll 
never ride with you again.” 

And she didn’t ride with her 
boy friend again. 





NOT A CHANCE 
| “Nurse,” said a lovelorn pa- 
tient, “I’m in love with you. I 
don’t want to get well.” 

“Cheer up, you won't,” she 
assured him. “The doctor’s in 
love with me, too, and he saw 
you kiss me this morning.” 





Sailor (struggling in water) : 
“Help, I can’t swim. Drop me 
a line.” 

Captain: “Yes, and you write 
me sometime, too.” 





The woman doesn’t always 
pay and pay. Sometimes she 
charges and charges. 





“Sandy, there are guests at 
the door!” 
“Grab a toothpick, quick 


” 





ON THE MARGIN 


Delirious Financier: “Nurse, 
what is my temperature?’ 

Nurse: “It is 103, sir.” 

Delirious Financier. “Good, 
Sell when it gets to 10314.” 





out in the other room and ad- 


“If you don’t beat that train 








Applicant: “Here is my di- “Jones’ wife thinks the world 


of her husband.” 

“Does she?” 

“Yes; she even believes the 
parrot taught him to swear.” 


She wanted to be in the 
beauty chorus so she wrote an 
application, enclosed her photo- 
graph, and was asked to come 
for an interview. Imagine her 
surprise when told by the man- 
ager she was too late. 

“Ts the position filled?” 
asked. 

“No,” he replied, “but you 
should have come when you had 
this picture taken.” 





she 





The professor was delivering 
the last lecture of the term. He 
told the students with much 
emphasis that he expected them 
to devote all their time to pre- 


| paring for the final examina- 


tion. 

“The examination papers are 
now in the hands of the printer,” 
he coneluded. “Now, is there 
any question you would like 
answered ?” 

Silence prevailed for a mo- 
ment, then a voice piped up: 
“Who is the printer?” 





Julia—“Do you think it’s un- 
lucky to postpone a wedding?” 

Frank—“Not if you keep on 
doing it.” 





“Is old Angus a_ typical 
Scotchman?” 
“Is he? He’s saved all his 


playthings for his second child- 
hood.” 





“So we shall elope at mid- 
night.” 

“Yes, darling.” 

“And you will have your suit- 
case all ready when I sneak up 
to the door?” 

“Sure. Mother is packing it 
for me now.” 
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WOOD SCREWS 


NU 


Clean Slots 


p meena Uniform Heads 


Accurately Cut Threads 


(ana Are the satisfying qualities aici 


that make 


b Eagle Wood Screws : " 


so popular. Large stocks 


on hand assure prompt 
(3 <a tar shipments: etsy 


Brass and Iron 


Pp renenoe Flat, Round and Oval <ansitoall 


Head 


The Eagle Quality Line 


Night Latches Front Door Sets Cabinet Locks 
Padlocks Store Door Sets Trunk Locks 
Wood Screws Stove Bolts 


ENOLE Me, CO 


26 Warren Street-- 


Brongch Offices: ‘ 

521 Commerce St. ° 17799N.FranklinSt. 114 Bedford St 

Philodelphia, Pa. Chicogo, Ill. Boston, Maso 
Works at Terryville, Conn. 


















N° 1924 





Rugged strength and 
proven service are 
provided in the sturdy 
lines of GRIFFIN 
Garage Hardware 
Sets-used by thought- 
ful builders every- 
where. + vy 7 


“Manufacturing Co 


ERIE, PENNSYLVANIA 
yanch Offices_., 


New York, 45 Warren St. 
Chicago, 555 W. a St. 
Boston, 76 Batt 


San Francisco, 108 Mark et St. 
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Master Blue Streak Can Opening Machine 


The wall bracket type 
Master Blue Streak can 
opening machine is of- 
fered to the trade for 
$16.00 per dozen. The 
Turner & Seymour Mfg. 
Co., Torrington, Conn., 
makes this type machine 
in a bench model in ad- 
dition to the wall type. 
Suggested retail selling 
price is $2.00 for the 
wall bracket type. Frame 
is brightly nickeled steel, 
blade is especially treated 
and revolving parts have 
hardened steel bushings. 








Openers are individually packed in cartons 
of one dozen, weighing 12% Ibs. They are offered with handles of 
green, red, yellow or standard blue. By a turn of the handle the top 
is off. It may be used in the home and in smaller cafeterias and 
tea rooms 





Dexter Fastwin 86E 


The Dexter Co., Fairfield, 
lowa has recently added to 
its line model 86E Dexter 
Fastwin washing machine, 
with vitreous enamel tubs 
It is said to be the only 
washer, with which it is 
convenient to use the two 
successive suds methods of 


washing, recommended by 
certain authorities. It is 
heavily rubber cushioned 


and its two fast single tubs 
operate as a unit. This type 
had previously been offered 
only in model 80E, with 
nickeled copper tubs 


Giggles Dolls 


The Giggles line of 
stuffed dolls is offered 
by Domec Dolls, Inc., 24 
University Pl., New York 
City. They have open 
mouths with teeth, loose 
limbs, composition head, 
body stuffed with Kapoc 
and are fully dressed 
Cost to dealer is: 1813, 
16 inches tall, $13.50; 
1814, 19 inches _ tall, 
$21.50: 1815, 21 inches 
tall, $27.00, No. 1817, 
24 inches tall, $3300 
and No. 1818, 26 inches 
tall, $39.00 per dozen 
respectively. Suggested retail selling prices are: $2.00, $3.00, $4.00, 
$5.00 and $6.00 each. Others are offered with painted moving eyes, 
unpainted moving eyes and with stuffed legs instead of composition legs 











| large 


| sticks on either side en- 
| able shooting of the ball, 


Blackhawk Box Type Wrenches 


The new box type wrenches offered by the Blackhawk Mfg. Co., 
Milwaukee, Wis., have smoothly finished oval handles, which are com- 
fortable and easy to grip. Wrenches are chrome vanadium chromium 


plated, with improved broaching of double hex openings and slim heads, 
enabling their use in close quarters, over and under obstructions. 


They 





are packed in neat and compact two-tone leatherette cases. Set 2900 
lists at $13.80 and 2702 lists at $5.55. The 2900 set has six single 
offset type wrenches including 7/16, 2, 9/16, ¥% inches, 11/16 and 
34 inch openings. The other set has the following openings: 36, 7/16, 
Yo, 9/16 and % inches. It is composed of three double offset type 
wrenches, with short handles. Complete information on these and 
other Blackhawk wrenches may be obtained by writing for the 1930 
Handy Guide for Mechanics, published by the company. 





Rooney Adjustable 
Trowel 


An unusual type of trowel is 
made by the Rooney Adjustable 
Trowel Co., 10827 Hampden Ave., 
Cleveland, Ohio. It can be bal- 
anced or “hung’ to suit user and 
may be adjusted to reach behind 
pipes and other obstructions. Blade 
can be reversed, doubling its life. 
One handle will serve for use on 
many blades. A quarter turn will 
release handle for adjustment to 
any position or to enable detach- 
ment from biade. Blades are of 
best quality standard gauge tempered saw steel. They are now carried 
in standard and extra thin type. Basswood handles, lighter weight, 
are also available. Trowel complete with 11 x 44 inch blade lists at 
$3.50, additional trowe! blades list at $2.25 and extra trowel handles 
list at $1.50 each. For a limited time 2 blades and 1 handle are 
offered for $5.00. Discount to dealer is 25%. 





Pango Parlor Basketball 


A_ brightly colored 
metal court with a 
heavy cardboard top pic- 
turing a basketball game 
in action is offered by 


The Hattan Co., 604 
Grand Ave Temple, 
Kansas City, Mo. It is 


Pango parlor basketball, 
made to sell for the sug- 
gested retail! selling 
price of $200. Five 


which is celluloid. Shots 
are guided by tapping 
the sticks. 

Game is packed in 
heavy cardboard 
box, which may be used 
for display purposes 
Shipping weight is about 
56 Ibs. to the dozen 
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The Sure Way 
to Profit 


from the big home 
bottling market { 





TANDARDIZE on the Ever- 
edy line. Hardware dealers 
everywhere will tell you that’s 
the one sure way to get the most 
in sales and profits from the big 
home bottling market. For Ever- 
edy offers the best known, most 
complete and most dependable 
line of home bottling accessories 
in America. 


Heading the line for 1930 
is the new Gear Top, Sr., 
Capper that is making a big 
hit everywhere. It’s the first 
arbor press type capper ever 
made with a spring handle 
lift. And included in the line you will find cappers 
to meet every demand at prices to suit every purse. 

Another profit making specialty that you don’t 
want to overlook is the wonderful Everedy Syphon 
Filter. It sells on sight to every home bottler who 
wants clear, sparkling beverages. And it builds re- 
peat business on filter discs just as safety razors 
build business on blades. 

Order Everedy Home Bottling Accessories from 
your Jobber today. Or let us send you full particu- 
lars about the profit possibilities of the Everedy 
line, and about our new 1930 Window and Counter 
Displays and other free dealer helps. Write now! 


The EVEREDY Co. 


FREDERICK, MARYLAND 


Also manufacturers of the Famous Everedy Silent Door Closers 
and Everedy Adjustable Screen Door Grilles. Write for Catalog 9D. 


Everedy products are sold hy 
leading jobbers everywhere. 


STRAINER SET 


/) SYPHON FILTER 


C | » », 
: | 








re asa cot ese seems 
Gir is cml es « ah lag. acct 











Something New 
Something Better 
in low-priced lawn mowers 


and what’s more, 
it’s a Blair quality product 





manufacturing 


experience in 
lawn mowers has made possible this new line 


Fifty years’ 


of low-priced quality mowers. Sturdy, well- 
constructed, every mower in this low priced 
line has the Draweut principle—exclusively 
Blair. 


—A definite need— 


in every hardware store is the reason we 
brought out this line—a definite need for a 
low-priced quality mower—a mower that would 
successfully meet low-priced competition. 
Think of the value of this type of mower 
bearing the Blair label—the mark of quality. 


—And .what’s more— 


if you let a customer see that you have a 
dependable low-priced mower to offer, the 
chances are that he will heed your advice and 
buy a high-grade article~you’ll need more 
stock of the famous Blair lines—the Hercules, 
Pilgrim, Automatic and Universal. 


Write for prices and details of this new line. 
Remember that Blair will fill every lawn 
mower need—for you and your trade. 








BLAIR MANUFACTURING COMPANY 
Est. 1879 
Springfield, Massachusetts 


BLAIR Drawcut 
LAWN MOWERS 
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MOST “B” POWER UNITS REQUIRE 


B-H RECTIFYING 
TUBES! 


GET YOUR SHARE OF THIS 
REPLACEMENT MARKET! 





four-tube carton of Eveready 
Raytheon B-H Tubes 


EVEREADY 
RAYTHEON B-H 


MILLIONS of these tubes have been sold in the 
past few years. The B-H is standard with more 
than 100 “B” power units. Most units of this type 
were designed for it. Increase your business, 
and profits, by suggesting B-H tubes to your 
customers! 

You can buy Eveready Raytheon B-H Tubes in 
handy cartons of four. Always have a carton on 
display. The Eveready Raytheon B-H isa friend 
maker —it gives a vast improvement in recep- 


tion — is long-lived and reliable. 

* * . 
The Eveready Hour, radio’s oldest commercial 
feature, is broadcast every Tuesday evening at 
nine (New York time) from WEAF over a 
nation-wide N. B. C. network of 30 stations. 


NATIONAL CARBON COMPANY, INC. 
General Offices: New York, N. Y. 


Branches: Chicago Kansas City New York San Francisco 


Unit of Union Carbide [T PS x and Carbon Corporation 
ree rtqed 


~ EVEREADY 


RAYTHEON 


‘Llrade-marks 















Coming Conventions 


Tuirp ANNUAL CONVENTION OF THE AMERICAN 
AsSOCIATION OF Master Locxsmitus, Hotel Pennsyl- 
vania, New York City, Nov. 12, 1930. Walter S. Orrell, 
secretary, 206 Pearl St., New York City. 


AMERICAN HarDWARE MANUFACTURERS ASSOCIA- 
TION CONVENTION, Marborough-Blenheim Hotel, At- 
lantic City, N. J., Oct. 20, 21, 22, 23, 1930. Charles F. 
Rockwell, secretary-treasurer, 342 Madison Ave., New 
York City. 

Itt1no1is Retait HARDWARE ASSOCIATION CONVEN- 
TION AND Exuisition, Hotel’ Sherman, Chicago, Feb. 
10, 11, 12, 1931. Paul M. Mulliken, Managing Direc- 
tor, 14-16 North Spring St., Elgin. R. Y. Wallace, 
Director of Exhibits, Elgin. 


KENTUCKY HARDWARE AND IMPLEMENT ASSOCIATION 
CONVENTION AND Exuisit, Brown Hotel, Louisville, 
Ky., Jan. 20, 21, 22, 23, 1931. J. M. Stone, secretary- 
treasurer, Room 308, Republic Building, Louisville, Ky. 


MINNESOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Feb. 17, 18, 19, 20, 1931; Municipal Audi- 
torium, Minneapolis. Charles H. Casey, manager-treas- 
urer, 2344 Nicollet Ave., Minneapolis. 


Missour!t RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND ExHIBITION, New Jefferson Hotel, St. Louis, 
Feb. 24, 25, 26, 1931. I. X. Becherer, secretary, 5106 
North Broadway, St. Louis. 


MonTANA IMPLEMENT AND HARDWARE ASSOCIATION 
ConvENTION, Great Falls, Mont., Feb. 1Z, 13, 14, 1931. 
A. C. Talmage, secretary-treasurer, Bozeman, Mont. 


NATIONAL ELectric Ligut ASSOCIATION CONVENTION 
AND Exursition, Atlantic City Auditorium and Con- 
vention Hall, Atlattic City, N. J., June 8, 9, 10, 11, 12, 
1931. A. Jackson Marshall, secretary, 420 Lexington 
Ave., New York City. 


NaTIONAL HARDWARE ASSOCIATION CONVENTION, 
Marlborough-Blenheim Hotel, Atlantic City, N. J., Oct. 
20, 21, 22, 23, 1930. George A. Fernley, secretary- 
treasurer, 505 Arch St., Philadelphia, Pa. 

New EnGLanp RETAIL HARDWARE DEALERS ASSO- 
CIATION CONVENTION AND EXHIBITION, Boston, Feb. 
25, 26 and 27, 1931. Convention at Paul Revere Hall, Ex- 
hibition at Mechanics Building. George A. Fiel, secre- 
tary, 80 Federal St., Boston, Mass. 

New York State RetaiL HARDWARE ASSOCIATION 
CoNVENTION AND Exposition, Rochester, Feb. 17, 18, 
19, 20, 1931. Headquarters, Hotel Seneca. Sessions 
and Exposition at Edgerton Park, John B. Foley sec- 
retary, 510 Hills Building Syracuse. Martin Van 
Dussen, Manager of Exposition, 286 North St., Roches- 
ter. 

NortuH Dakota Retait Harpware ASSOCIATION 


CONVENTION AND EXHIBITION, Minot, Feb. 10, 11, 12, 
1931. C. N. Barnes, secretary, Grand Forks. 
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Outo HarpwarE ASSOCIATION CONVENTION AND 
EXHIBITION, Cleveland, Feb. 17, 18, 19, 20, 1931. 
Headquarters, Hotel Cleveland. Exhibition in Public 
Auditorium Annex. James B. Carson, secretary, 708 
Mutual Home Building, Dayton. 

PENNSYLVANIA AND ATLANTIC SEABOARD HARDWARE 
AssociATION, INnc., CONVENTION AND EXHIBITION, 
Commercial Museum, Philadelphia, Feb. 10, 11, 12, 13, 
1931. W. Glenn Pearce, secretary-treasurer, 610 West- 
ley Building, Philadelphia. 

SOUTHEASTERN RETAIL HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION AND Exursition, Atlanta, 
Ga,. May 12, 13, and 14, 1931. Walter Harlan, secre- 
tary treasurer, 701 Grand Theater Building, Atlanta, Ga. 

SoutnH Dakota Retail Harpware ASSOCIATION 
ConvENTION, New Auditorium, Rapid City, Feb. 3, 4, 
5, 1931. Headquarters, Alex Johnson Hotel. Charles 
H. Casey, manager and treasurer, 2344 Nicollet Ave., 
Minneapolis, Minn. 





Speaking of Droughts 


(Continued from page 29) 


you notice the enormous profits made by the Federal 
Reserve Bank in 1929? All the figures have been given 
in the financial papers. The member banks of the Fed- 
eral Reserve System took down a lovely bunch of profits 
in the year’s operations. Of course interest rates just 
now are very low. There is supposed to be a plethora 
of money. But do you remember just a year ago at 
this time, when call money was bringing 20 per cent ? 

The operations of the Treasury Department and of 
the Federal Reserve Board just indicate what the gov- 
ernment could do if they would just run the “bank,” 
with the rest of the American people making their bets. 
All the splits would be in favor of the house. The 
government would soon own the country and we would 
have no income taxes! 

* * x 

The Federal Reserve Bank repeatedly warned every- 
body last fall to look out, but they loaned money and 
took the high rates of interest just the same. Only a 
few believed them when they issued their-warnings in 
regard to inflated conditions. It reminded me of a man 
I knew once who on a bet sat at a table in a County Fair 
and offered to sell $20 gold pieces for $19. A crowd 
stood around, examined the gold pieces, bit them, but 
nobody would buy. No sir, you couldn’t fool them! 

The present drought is the worst we have had since 
1901. How well I remember that year. On July 1, 1901 
I went into business for myself as a jobber. My first 
experience as an executive of my own business was a 
drought. But what happened? We found even 29 
years ago that there was still a lot of money 
country. Goods were bought and bills were paid. Of 
course the credit department had to be careful. But still 
there were a lot of good people buying goods. Then 


in the | 

















Dependable Line 
for Hardware Dealers 


Since 1881 Neely bolts, nuts, rivets, rods, and 

upset forgings have been specified by leading 
manufacturers. Neely products are well and 
favorably known--that is why progressive’ hard- 
ware dealers are concentrating on this one de- 
pendable line. 


All requirements, either standard or special, can 

be met through distributors. Ask your distributor's 
salesmen for complete in- 
formation and prices. If 
he cannot give it to you, 
write to us direct. 


yu 


ll 


s a 





Order from 
Your Distributor 





NUT & BOLT CO. 
PITTSBURGH, PA. 





BOLTS » NUTS ~ RIVETS « RODS » 






UPSET FORGINGS 


, 
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BRANCH OFFICES: 


10,000,000 People 


Reached 


ery 














hee 
( 4 Hs 

What a famous educator |, 

saves about toys. ‘ ‘ 7 

| Be “A child learns. 





throug ide 











CADE sn TOYS 


as -3.2 made by The Jiny Arradians (Pe i, 





ARCADE National 
Advertising 


And now! The largest advertising campaign in 
cast iron Toy history. A campaign that will have 
a circulation from coast to coast and border to bor- 
der. A plan that will reach 10,000,000 people 
through a half page in colors in 17 of the largest 
Sunday newspaper comic sections in the country. 
Also 2 issues each of the Good Housekeeping, 
Child Life and Parents magazines. 

The purchase of Toys for children at Christmas 
is inevitable. The purchase of Arcade cast iron 
Toys, ranging from 25c to $1.00 will be more with- 
in the reach of everyone this year. Every dealer 
should prepare for fall business by placing his toy 
order now. 


ARCADE: TAYS 


Areade Manufacturing Co. 


Freeport, Illinois 
REPRESENTATIVES: 


New York Dallas J. T. Rowntree, Inc. 
200 Fifth Avenue D. D. Olstott, San Francisco Portland 
Chicago Inc. Los Angeles Seattle 

553 W. Randolph St. Santa Fe Bldg. Salt Lake City Denver 








what happened after this drought? In 1902 there were 
good crops. Business was good. For six years busi- 
ness improved steadily. The prices of stocks advanced. 
Good times followed the drought of 1901, and continued 
until the short panic of 1907. That panic was brought 
about by over-speculation, by prices going too high. It 
was very similar in a smaller way to the panic of last 
October. I can remember, I. think it was about 1901, 
that the steel corporation had just been formed. It was 
along about that time, possibly a year before, that one 
day nails and wire dropped $1. per hundred. John W. 
Gates went short in the market on steel stock. I dis- 
tinctly remember I owned a few hundred shares of U. S. 
Steel Stock that cost me $10 per share. I held this stock 
until it went to 20, and then I sold it. I thought I was 
doing well. If I had kept this stock until the present 
day, I would have received steady dividends and made a 
considerable fortune in this stock alone. 


ok * * 


Recently I have been studying the figures as issued by 
the Financial World, New York, showing the increase 
in the wealth of the United States in the last twenty-five 
years. These figures are almost unbelievable. If the 
country could stand a drought in 1901, it certainly is 
in a far better position financially to stand another 
drought in 1930. If figures didn’t give my hardware 
readers a headache, I would produce some of these 
figures from the Financial World, but if I started giving 
figures there is no end to it. If you are interested, 
write to the Financial World and ask them to send you 
their chart, and they will be glad to do it free. 

* * . 


I write these things because a good many of us, on: 
account of temporary setbacks are liable to lose our 
sense of proportion. I remember another drought. I 
was traveling in a Western State. The corn crop was 
destroyed. Everything was as dry as a bone. I re- 
turned to the house I was traveling for and kicked for 
another territory. I got it. It was a much better terri- 
tory from a sales and money making standpoint, than the 
one I had had. If it had not been for that drought, the 
chances are I would have continued to travel in that same 
territory, and a good many things might have been dif- 
ferent and probably not for the best. All this goes to 
show, as I said in the beginning, that the unexpected 
always happens. Therefore we should figure everything 
out very carefully, according to the facts, and then do 
the other thing. 


No. 2000 Strauss Field Tractor 


Strauss Field Tractor No. 2000, a toy, is offered by Ferdinand Strauss, 
Inc., 215 Fourth Ave., New York City. !t will climb over hills, dales 
and other obstructions. Tractor is made of pure aluminum and operates 
on a_ powerful clock 
spring motor. Model is 
10 inches long and is 
offered to the dealer for 
$84 per gross or $8 per 
dozen in less than one 
gross lots. Suggested re- 
tail selling price is $1. 
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Rixson 
Friction 
Stay 





Rixson 
Olive 
Knuckle 
Hinge 


Two Kinds of 
RESTRAINT 


Expressed in Hardware— 


The restraining influence of a_ well-designed 
Friction Stay is easily recognized. A totally differ- 


ent restraint—an 
the conservative 


Hinge. 


artistic restraint—is expressed in 


design of the Olive Knuckle 


Both of these are significant in putting 


over a sale. Stock them and try them. 


STANDARD 
For 75 Years 


PLLEY 


LADDERS 


are not ordinary 





ladders. They are 
unusually well de- 
signed to place the 
strength where the 
stresses and 
strains come and 
for easy handling. 


They are well built 
and tightly fitted 
to give rigidity 
and durability. A 
complete line for 
all purposes. 


Rixson Friction Stay 


When doors, hinged windows and 
transoms must not swing sell this 
simple, effective Rixson Friction Stay 
to hold them dependably in position. 
Six friction surfaces one inch in 
diameter resist drafts and gravity, 
but yield to human pressure. Per- 
fectly simple construction. Suitable 
for application on a wide range of 


1- 


AND. 


Extension Ladders 
Straight Ladders 
Step Ladders 
Orchard Ladders 


Window Cleaner’s 
Ladders 


ordinary jobs. 





2- 


Rixson Olive Knuckle Hinge 


Where doors must swing with the 
ease of efficient hinges, and attractive 
design is also a factor, sell this prac- 
tical reproduction of the old French 
Olive Knuckle. Increased strength 
has been supplied, while cost-to-make 
has been brought down. As a result 
leading architects are specifying 
Rixson Olive Knuckles for hospitals, 
hotels, apartment houses and resi- 

dences. 


THE OSCAR C. RIXSON COMPANY 


4450 Carroll Avenue 


New York 


Philadelphia 


Atlanta 


Chicago, IIl. 


Office: 101 Park Ave., N. Y. C. 


New Orleans Los Angeles Winnipeg 








Overhead Door Checks 


Floor Checks, Single Acting 
Floor Checks, Double Acting 


Olive Knuckle Hinges 
Friction Hinges 


Builders’ H 








ardware 


Casement Operators & Hinges 
Concealed Transom Operators 
Adjustable Ball Hinges 
Butts, Pivots and Bolts 
Door Stays and Holders 


\ 





Trestles 
Extension Trestles 
Extension Planks 
Toothpick Stages 

- Swing Stage 
Platforms 
Scaffolding 

Interior 

Scaffolding 
Adjustable Jacks 
Etc. 














SAFE STURDY RELIABLE 


(Write for illustrated catalogue and prices) 


THE JOHN S. TILLEY LADDER CO. 
Watervliet, New York 
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Rubber Chair Tips 


of six different styles and sixteen different sizes 
in a neat showcase display box. They prevent 
injury to the floors and muffle noise without 


leaving a mark. 


Our Catalogue shows our complete line of 
rubber specialties with prices. Send for it. 


ELASTIC TIP CO. 


370 Atlantic Ave. Boston 








POULTRY NETTING 
Galvanized Before and Galvanized c4/fter Weaving? 


o> > c~. . Peele: SS 
, ‘ A 
: i3%¢ ‘ 2s 
SJ Nez, 


» Stock 


and Profit with 


© Ie nish J 


GALVANIZED STEEL WiRE CLOTH 
IncAll Grades 


€ Look for the tag, carrying our name, at the end of every roll! 


= The Gilbert & Bennett Mfg. Co. 


Established 1818—America’s Oldest Woven Wire Factory 


WIRE CLOTH, NETTING and FENCING 
Gelvanioed Stes! Wise Cloth in all Meshes and Gonges 


Mew York City Georgetown, Conn Kama se Oey 

















Tea Time Salt and Pepper Shakers 


Owens-Illinois Glass Co., 
Toledo, Ohio, offers in a wide 
variety of artistic colors the 
Tea Time salt and pepper 
shakers. They are of modern 
design and are available in 
the following colors: black. 
coral, yellow, peach and green. 
Each shaker has non-corroding 
composition cap matching the 
color of the glass. Tea Time 
shakers are packed in smart 
individual boxes, to sell for 
the suggested retail price of 
50c a pair. Cost to dealer is 
$3.00 per dozen. Larger dis- 
“play for the counter shows 
12 sets of the shakers. Sam- 
ples are available to trade 
upon request 





Liberty Sea Scooter No. 10 


Liberty Sea Scooter No. 10 is a flashing little outboard speedster, 
operated by a Liberty motor. It is 14 inches overall and is finished in 





bright colors. It is made by Liberty Playthings, Inc., Niagara Falls, 
N. Y., to sell for the suggested retail price of $2.50. Cost to dealer is 
$1.50 each 


Lufkin Wood Rule 48 


A two-foot folding wood rule to sell for the suggested retail selling 
price of 10c. is offered by the Lufkin Rule Co., Saginaw, Mich. It is 
the No. 48, made of hard maple, with heavy face extra prominent 


gt 





markings and figures. This rule is packed in boxes of one dozen, 
weighing | lb. per dozen. The new rule may be used as a leader. 
With the introduction of this rule the dealer has a model that differs 
from the No. 651 (68) boxwood rule, chiefly as to the quality of wood. 


Bryant Receptacle 4832 


Bryant duplex flush receptacle No. 4832 is produced by the Bryant 
Electric Co., Bridgeport, Conn. It has body of brown bakelite, bosses 


with easy finding ribs and plaster ears of distinctive design, which are 


q 





integral with the yoke. Receptacle has two extra large No. 8 binding 
screws, provided in each side wiring terminal, making it a connecting 
block as well as a convenience outlet. Each outlet js approved for 15 
amperes, 125 volts; 10 amperes, 250 volts. Base is 2 21/32 inches by 
1% inches with a depth of 23/32 inches. Standard packages of 100, 
carton 10. Standard package weight is 23 Ibs. 
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STRONG— 
LIGHT— 
SAFE— 


i 




















Beker. 


AIR DRIED WITH FULL STRENGTH IN 


HAND SPLIT, HAND SHAVED RUNGS_ POSITIVELY STRAIGHT 
GRAINED AUTOMATIC SPRING LOCKS 


ALL HARDWARE ON BABCOCK SPRUCE LADDERS ON AND 
AFTER SEPT. 1st WILL BE CADMIUM (Rustless) PLATED UYDLITE 


PROCESS 
BATH, N. Y. 







W. W. BABCOCK CO. 


WRITE FOR LATEST PRICES 


LADDERS 
THAT ARE A 
PLEASURE 

TO SELL 















































General 
Purpose 
Extension 





Champion 


Extension Columbia Fruit 





Close Top Fruit 


[TITTLo 














| 


Single Ladder 





Fruit Single 


Victor 

















Sell Them 
by the set 





TERING EZ FAS! Cubamitarani wenn Gem. 6 eS 
’ 


Sets of 9, 11, 17 bits are fur- 
nished in compact cases for 
the convenience of the users. 





It isn’t hard, Every mechanic needs the entire set in his work, and it. 
resolves itself to a question of selling him once or seventeen times. Bring 
out the value of the case, its use in keeping the bits in order and near at 
hand, preventing loss, ete, Try it. 

Forstner Bits are the only bits that are not dependent on a center or a 
level to guide them. They cut from the outer rim. The entire surface is 
at work all the time, no jagged ends; every part of the work is smooth and 
polished. They bore their way through hard knotty, cross grained wood, 
leaving a smooth hole and clean, polished surface. 


Let us send you catalogues. Order through your jobber or direct. 


The Progressive Manufacturing Co. 


TORRINGTON, CONN., U. S. A. 














Thats the Rule 1 like to Sell/ 
The FARRAND RAPID RULE 


The original Flexible-Rigid-Concave Rule 
“It’s a pleasure to demonstrate it—and it’s a profitable 
item to sell. Every one we sell makes a friend for our- 
selves and the manufacturer, because it is durable, 
convenient, and gives efficient service.” 
Distributed through wholesalers 
Manufactured by 


HIRAM A. FARRAND, Inc., Berlin, N. H. 
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KEY BLANKS 


This Company has long been known as the leading manu- 
facturer of key blanks and key machines. Completeness of 
the line —quality of the product and quick service from 
reasons why the ILCO 
accepted as the 


key blank. 


our branch offices are 









is everywhere, 
standard 


Hu 


INDEPENDENT LOCK CO. 
FACTORY AND GENERAL OFFICES AT 
rercUMmeunG . - MASS. U.S. A. 
























Any of these 
displays showing 
our new window-front 
packets of 


Moore Push- Pins 


Moore Push-less Hangers 


will tie-up with our continuous ad- 
vertising and bring profits to you. 


Display contains 42 10c packets of Push- 





een 
STYLE F “= Pins and Push-less Hangers. 

ees 99 Display contains 48 10c packets of Push- 
STYLE “G”’— pint 

eey 99 Display contains 150 10c packets of 
STYLE L nies Push-Pins and Push-less Hangers. 


Your Jobber Can Supply You 


MOORE PUSH-PIN CO. 
113-125 Berkley St. Philadelphia 














Columbus Coated Fabrics 


Charm Prints of 1930, comprising thirty- 
five oil cloth art creations by Virginia 
Hamill, internationally known art critic, 
have recently been added to the 1930 
oil cloth line, offered by the Columbus 
Coated Fabrics Corp., Columbus, Ohio. !t 
is a colorful and gay line. 
Dull and glazed finishes 
are offered in floral, geo- 
metric and unconventional 
designs, ranging from the 
conservative to artful sug- 
gestions of ultra modern 
patterns. Staple cloth in 
48 inch widths and some 
in 56 inch widths are of- 
fered. Table covers in 48 
inch squares, and_ shelf 
cloths and scarfs with 
scalloped edges are avail- 
able. 







Electric 
Christmas Wreath 


A 12 inch electric Christ- £ 
mas wreath, colored red, ; 
with green and white imi- 
tation foliage is offered to 
the trade by R. E. Gebhardt 
Co., 2044 Larrabee St., Chi- § 
cago, Ill. It has attachment 
riveted to wreath. Wreaths 
are. individually packed, 
complete with electric lamps 
of either round or flame 
type. Suggested retail sell- 
ing price is $1.00 each 
Cost to dealer is $7.20 per 
dozen. 





Kapok Stuffed Dolls 


Reisman-Barron & Co., Inc., 200 Fifth Ave., New York City, produces 
a line of Kapok stuffed dolls. They are offered in 18, 20, 22 and 24 
inches tall at the respective prices of $18.00 per dozen, $21.00 per 
dozen, $27.00 per dozen and $30.00 per dozen. The suggested retail 
selling prices are: $2.50, $3.00, $3.50 and $3.98 each. Dolls are 
featherweight, silk floss stuffed. 
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TINY TACKS CAN 
MAKE LARGE RESALES 


Even so small an item as a 
box of tacks can be filled with 
messages of good will. Atlas 
Tacks and Small Nails are 
sharp, clean-cut items that will 
bring your customers back for 
more. 

A complete line is always 
available in both quality and 
price range. Ask your jobber 
for them by name. 


ATLAS TACK 
CORPORATION 


FAIRHAVEN, MASS, ... ST. LOUIS, MO. 


EEEEEREEERAREGS 















































DIAMONDS 


The Wrench that everyone likes— 
adjustable sturdy jaws—handle that fits 
the grip—its uses are unnumbered—its 
failures unknown. 

Diamond Adjustable Wrenches were 
originally designed for the expert me- 
chanic and are now used by everyone. 
Popular, practical; profitable for you, 
Mr. Dealer. 


Write for information. 


Diamond Calk Horseshoe Co. 
4622 Grand Avenue, Duluth, Minn. 



































50 years on a DOOR 


good for 50 years more 











Notabene 


The solid bronze Bommer Spring Hinges swinging the 
big front doors of the old Bank of Manhattan at 40 Wall 
St., New York, since 1880 were still in excellent condi- 
tion when that building was demolished in 1929 to be 
replaced by the new Bank of Manhattan skyscraper of 
73 stories which is also equipped with Bommer Spring 
Hinges—truly an astounding record. 


These Historic Hinges can be seen at our factory 


TRADE /BOMMER, MARK 


Millions and Millions of Peeple 
are Pushing Bommer Spring Hinges 
when opening doors 


Factory at Brooklyn, N. Y. 

















Plenty of Merchandise— 
But no MERCHANDISING 


Methods of 1910 are as futile as merchandise of 1910. 
Present day conditions and competition absolutely re- 
quire modern merchandising methods. Heller has 
helped thousands of hardware men to keep up with the 
parade—has helped them out of the red and into the 
black—out of loss into profit. 


The Heller organization is composed of specialists in 
hardware merchandising. They are masters of store 
arrangement, and the science of display. They can 
show you a whole new bag of tricks to increase sales 
and profits. 


Send for Heller’s Reference Book 28A. 
many valuable ideas. 


SIGN IN THE MARGIN W. C. HELLER & CO, 


Tear out this ad 700 Bryant Montpelier, Ohio 
and mail today. N. Y. Office: Vesey St., Suite 500 


It will give you 


Store 


Business 
Equipment 


Building 


St., 
20 
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INCREASE 


your 
oven sales 


Nesco features mean the 
greater value that wins more 
customers. Full tin lined — 
double walls, asbestos insu- 
lated — heat indicator — air 
circulation—heat deflector — 
two locks. Specify **Nesco” 
to your jobber. 


Nationa ENAMELING AND 
Stampinc Company, Inc. 


13 12th St., Milwaukee, Wis. 


The Nationally 
Advertised Trade Mark 





PAINE 
SPRING WING TOGGLES 


are used for attaching any ob- 
ject to a hollow wall or ceil- 


ing. 
They work instantly in any 
position in any hollow ma- 
terial. 


The SPRING Does It 


Catalogued and stocked by a 
majority of the Hardware, 
Electrical and Plumbing Job- 
bers of the country. 

Samples and prices on re- 
quest. 





The Paine Company 7 °,.0i0'se "tie Youn. Y. 








Up-to-date Catalogs 
You should have at hand 





Stanley Tool Catalog No. 129 
Stanley Hardware Catalog No. 14 


Send for Copies 
THE STANLEY WORKS 


New Britain, Conn. 


STANLEY HARDWARE & TOOLS 











Stop in 


We will be glad to help you 
with your sales problems. 


Hardware Age, 


239 W. 39th St., 
New York City 














Drought Defers Recovery 
(Concluded from page 27) 


plans for the restriction of rubber and coffee output 
to maintain prices havé been definitely abandoned 
with a consequent severe decline in the prices of these 
commodities. So also it is with copper. In addition, the 
price of silver has declined to the lowest levels in cen- 
turies, thus seriously disarranging the international 
trade relationships of those countries whose currencies 
are on a Silver basis. 


“The third factor is, of course, the sharp declines 
in productive activity in most of the industrial nations 
of the world. 


Bond Sales Spell Early Recovery 


“The prospects for a sustained recovery in business, 
however, are not by any means all gloomy. The easy 
money conditions which are now present have definitely 
served to stimulate building construction and have made 
possible the flotation of bonds in volume far exceeding 
that of last year. The proceeds of bond sales are likely 
to be spent soon in productive activity, thus providing 
impetus to those industries which supply the materials 
and machinery used in construction work. The auto- 
mobile industry, the output of which fell in July to the 
lowest levels of many years, has gone forward in 
August at an enhanced rate, and there remains the 
strong possibility of a real revival of operations in 
that industry in the early fall, with the makers in the 
low-priced class getting most of the business. The 
consumption of goods has been so much in excess of 
production in recent weeks that real shortages have 
been created. Output has been sustained on a basis 
comparable with that adequate to supply the country 
when the population was ten million less than at 
present. It is reasonable to expect this situation to 
change for the better in the near future. 


Prospects Respecting Employment Not Equally Bright 


“Tt is unfortunate that the prospects for increasing 
business activity do not hold equally happy hopes for 
employment. The present depression differs from 
some previous ones in that this year corporations have 
been comparatively mildly affected, whereas the burden 
has fallen most heavily on the individual employee. 
Manufacturers have been able to make good earnings 
in many lines by drastically reducing overhead expenses 
and by inaugurating policies which call for stringen- 
cies in various departments. Many plants are operat- 
ing on part-time schedules with skeleton organizations, 
and a pickup in production in its earlier stages is likely 
to be accomplished by a schedule which more nearly 
approximates full time, rather than by an addition to 
working forces. 


“In general, business for the next few months will 
be swinging with the seasonal tide. Industrial activity 
normally moves forward at an increased pace as we 
pass from the summer months into the fall. Aside 
from unfortunate and unforeseen drought develop- 
ments, an improved and hopeful condition in business 
and industry is likely soon to be apparent.” 
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SafetyStraps, lool Bags, 
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Tree Trimmers, Belts 
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WOOD SCREWS 


Rivets Roofing Nails Scratch Brush Wire 


THE BRIDGEPORT SCREW CO. 
Bridgeport, Conn., U. S. A. 
Representatives: 
George E. Quigley, Detroit 
ry Los A 


Milton Pray Co., San Fr % geles, Seattle 
G. M. Baird & Co., Memphis, Tenn. 





























?.—-| SPEED UP 


ABSOLUTELY 
GUARANTEED 
AGAINST 
MADE OF BREAKAGE 
SEMI-STEEL 


WE will replace any claims for 

breakage free of charge. 
Stands finished in Red Enamel and 

4 Gold, lasts finished in Black Enamel. 
They sell on sight. 
Lock bearing, strong and rigid. 
Lasts are latest styles. One last for 
ladies’ shoes. Extra heel piece in- 
cluded for all sizes of heels. 

4 The Last that lasts a lifetime. 


The Fate - Root - Heath Co. 
i 901 Bell St., Plymouth, Ohio 


‘N. Y. Office—90-92 W. Bdw’y 
D. N. Winner, Mgr. 











SALES 


Allith 


ROLLING LADDERS 


like Allith hangers—are always on the 
track. They speed up sales by reducing 
the time needed for each sale. They are 
attractive, durable, roll quietly and run 
freely. Your post card will bring prices 
and information by first mail. 


ALLITH - PROUTY COMPANY 
DANVILLE, ILLINOIS 


















Armstrong Bros. 


Write Today 
for Catalog 
P-10 - 







Reversible 
Ratchet Stocks 


This stock is indispensable on some work 
—threading pipe in awkward corners, ete. 
It will often save its cost on a single job. 
Fits all standard dies within its capacity— 
reverses instantly, and will thread a pipe 
end protesting but an inch. From the line 
¢ é TRONG BROS. Better Pipe 
‘cols. 


ARMSTRONG BROS. TOOL CO. 


314 N. Francisco Ave. CHICAGO 
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WALWORTH 


Walworth Company, General Sales Offices: 
60 East 42nd St., New York 


Plants at Boston, Mass.; Kewanee, IIl.; 
Greensburg, Pa., and Attalla, Ala. 


Distributors in Principal Cities of the World 


Walworth Company, Limited, 620 Cathcart St., Montreal, P. Q. 
Walworth International Co., New York, Foreign Representative 


Makers of Dan Stillson’s Wrench 


The TOLEDO 

Foldin 

Steel" H O R Ss E 
Stock it—demonstrate it— 
SELL it! A fast moving spe- 
cialty appealing to contrac- 

tors, road builders, municipal- 
ities, public service corporations. 
Folds compactly, stores snugly. << =) 
Eight heights, 18" to 60". / { 


Write for attractive discounts. 







































QUALITY-BUILT 
STEEL PULLEYS 


TACKLE or AWNING PUL- 
LEYS IN A VARIETY OF 
SIZES — GALVANIZED 
FINISH 
Superior in every way to cast 
iron pulleys. Sold at equal 

or lower prices. 

See your jobber or write direct 

for prices and information. 

Jobber’s inquiries invited. 

Hart & Cooley Mfg. Co 

Successors to Federal Mfg. Co. 

61 W. Kinzie Street, Chicago 

Factory—Holland, Michigan 














gi 
ae 
; # 


1e symbol of 

e, . 7 . 
| uality in chain 
There is an AOCOO Chain for every 


industrial, farm and home 
in bulk or 


AMERICAN CHAIN CO., Ine. 
Bridgepert, Conn. 
Makers of the Famous Weed Tire 
Chains 











“The Hardware Dealers’ Magazine” AG 


Published Every Thursday 





Issued every Thursday by Iron Age Publishing Co. Division of the United Business 
Publishers, Inc., 239 West 39th Street, New York City. Andrew C. Pearson, 
Chairman of the Board; Fritz J. Frank, Peesident; C. A. M Vice-President ; 


Frederic C. Stevens, Treasurer; Arnold L. Davis, Secretary. 





Member Audit Bureau of Circulations; Member of the Associated 
Business Papers 





EDITORIAL CONTENTS OF THIS ISSUE 


Editorial Comment oa 


Facing the Facts in Agriculture, by Burnham Finney 23 
Speaking of Droughts, by Saunders Norvell....... 28 


Making Paint Sales Through the Children, 
by Bertha Ann Houck 30 


Creating Women Paint Customers.......... ae 
Cash in On Color, by N. V. Richardson.......... 33 
Paint Is Becoming Herrick’s Most Important Line... 34 


Trade Winds, by Llew S. Soule. a HTN 37 


Visitors Are Coming Back as Customers, 
by Lucille E. MacNaughton 38 
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Cuicaco: Grorcs F. Massey, 1507 Otis Bldg. 
Prrrssurcn: T. H. Gerken, 1319 Park Bldg. 
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Boston: CHauncsy F. ENGiisH, 140 Federal 8t. 
PHILADELPHIA: Harotp G. Bioperrr, 1402 Widener Bldg. 
CLEVELAND: WILL J. Feppery, 1862 Hanna Bldg. 

Cuicaco: D. M. Anprews, H. A. Macouirs, 1507 Otis Bldg. 


SUBSCRIPTION Price—United States, ite possessions, Canada, Mewico, Central 
America, South America, Spain, and its colonies. One year, $38.00; Foreign 
countries not taking domestic rates, 1 year, $6.00; Single copies, 25c. each. 
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Beprese Money Order or Bank Draft, payable to Harpwarp Aan, New York. 
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master 


who cuts keys with 
the Segal Rectify- 


ing Cutter. 
Segal Lock & Hardware Co. 
12 Warren St., New York City 
ree 
= lershe 
Locks Padlocks 
Smeal 


COLORED 
METAL KEY 
SIGN 
Actual Size 
32 In. Long 
13% In. Deep 








locksmith 








SAMSO MARK 


SAMSON CORDAGE WORKS 


BOSTON, MASS. 


Yate) « a OO) 0D 


SAMSON SPOT, PHOENIX and SACHEM brands 


each the stanaard of quality for its particular use. 
“There IS a Difference in Sash Cord”’ 
OTHER BRAIDED CORDS: COTTON TWINES 


Send for catalogue, samples and selling information 





Fluxes 
Perfectly 
Saves Send for a FREE Sample 
Can. Let some _ good 
Solder Plumber or Tinsmith give it 
Nin, Sibisiae a fair trial. 
Us If RUBYFLUID Soldering 
Fumes Flux does not support every 
; claim, we won’t ask you to 
Will Not handle it. 


Corrode 
Metal 





Write today 


RUBY CHEMICAL CO. 
68 McDowell St., Columbus, Ohio 


Ash Can Time Is Coming! 


Prepare now to supply your 
customers with 





—the Cans they can depend upon. 

—that are nationally known for 
their ability to give long, satis- 
factory service under hard usage. 

—that are better made and guaran- 
teed to outlast 3 to 5 ordinary 
cans. 

New catalog of complete WITT 

Line mailed on request. Write 


THE WITT CORNICE CO. 


2114 Winchell Ave. Cincinnati, Ohio 


for 


Styles and sizes 
every purpose. 

















Moe’s 


POULTRY 


Equipment—Everything needed and nothing better made. 





SUPPLIES 





Lime—A standard high grade line of Modern Poultry 
Write for Catalog and Prices. 


HOEFT & CO., Inc. 
2305 Davis St. — North Chicago, III. 





















== longer service 
BZ —tetails at 
only 13 perm 








O-Vac Extra| 
| Heavy - Duty AC 
| Radio“B” Bat- 

il 
tery No. 8303. al 
FRENCH BATTERY "i 

COMPANY will 
Factory: Madison, Wis. il 
Sales Office: pi ! 

20 N. Wacker Drive“ 
Chicago ‘ 


Oy 








\ 
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ef 
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Products 


Varnish 


Lacquer - B 


fy 


GLAss G 


Newark, N.J., Portland, Ore. Les Angeles, Cal 














PITTSBURGH PLATE 





fil. 


Tull! 








WICKWIRE BROTHERS 
GRAY-WICK WIRE CLOTH 


Wire is drawn from Open 
Hearth Copper Bearing Steel % gauge 
OVERSIZE. Resists rust better than or- 
dinary steel wire. 


Popular seller. 


We control every operation. Electro Plating 
is of 8 to 10% Zinc Coating, heayily enameled 
—a double protection against corrosion. 18 
to 48 in. widths, double selvage. Ask your 
Jobber. 
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CLASSIFIED OPPORTUNITIES 





POSITIONS WANTED 


Special Rate, One Cent a Word; Minimum Fifty Words 





HARDWARE MAN, 36 years old, has wife and two children, fifteen 
years’ hardware experience, two years in office large factory, four years 
on road same firm, covering seven southeastern states. Past six years 
manager store employing as many as forty people oe retail hardware 
business of more than half million dollars some years, where he controlled 
buying and selling with full authority over employees. Officer State 
Hardware Association past three years, is now open for proposition, good 
references and invites fullest investigation. Address Box 1-909, care of 
Harpware Ace, New York City. 





BUILDERS’ HARDWARE MAN well posted in the game open for a 
lucrative proposition with an expanding firm. Past ten years on major 
contracts. A reply from you will furnish -you with my credentials. 
No objection to the location or size of city but desire a live connection 
Poking for business. Address Box 1-894, care of HarpwaRE AGE, New 

or ity 


SALES REPRESENTATIVES WANTED 


Set Solid, Minimum of Five Limes.........0-eeee00 
l1-Inch Box Display..:.........++++++ oe 
Four Consecutive Insertions, 10 Per Cent Discount 


seeeceess $3.00 


seer eee eeee 








SALESMEN WANTED 


We have openirgs for a few good salesmen regularly calling on 
Wholesale and Retail Hardware and Mill Supply houses, to sell 
Manila and Sisal Ropes at competitive prices; domestic manufacture ; 
good advertising support. Also Sash Cord, Cotton Rope, etc. Com- 
missions paid promptly. Reply by letter, stating territory now cov- 
ered, giving references and experience selling Rope, if any. Address 
Itox 1-002, care of Hanpware Aen, New York City 











AVATLABLE—SALES MANAGER, Factory Supervisor, Standard 





Cost Engineer, Credits and Collections, Now General Manager metal 
product sold direct to retail trade, foreign and domestic. College man, 
good address, executive of ability who can measure to present keen com- 
petition and prove a real asset. Address Box 1-919, care of HARDWARE 
Ace, New York City. 

POSITION WANTED in Chicago or IIl’nois by married man as Sales- 
man, Manager or Assistant Manager in retail hardware store. 15 years’ ex- 
perience in hardware, housefurnishing and paint I.nes. At present em- 
ployed but desires better position. Best of reference furnished. Address 
Box 1-924, care of Harpware Ace, New York City. 

RETAIL Hardware Man 15 years’ experience Shelf and Builders’ 
Hardware, tools and paints, desires a permanent connection in or near 
New York City. References. Address Box I-926, care of HARDWARE AGE, 
New York City. 





THOROUGHLY experienced Builders’ Hardware man, desires to repre- 
sent a manufacturer, also capable of taking charge of Builders’ Hardware 
Department of retail store. Address Box 1-912, care of HARDWARE AGE, 
New York City. 





HELP WANTED 


Special Rate, One Cent a Word; Minimum Fifty Words 





WANTED—Manager for retail hardware store in town of 15,000 popu- 
lation, good farming district surrounding. Must possess pep and _per- 
sonality. Wonderful opportunity for right man. Address Box 1-925, care 
of HarpwarE AGe, (New York City. 


BUSINESS liane 


oe Minimum of Five Lines........... Coereceverees 
Pe I I 55 asec 05% b bes a5 50d5% be bees s Sehaneebse 
Four Consecutive Insertions, 10 Per Cent Discount 











FOR RENT 


400-402 West Franklin Street, N. W. cor. 
Franklin & Butaw, Baltimore, Maryland. 40 ft. x 90 ft. 4-story 
modern building, electric elevator, etc. Possession December, 1930. 
This property has been a prominent and successful hardware store 
for nearly 70 years. Present tenant's principal reason for moving— 
has purchased larger property 2 doors west of property, nothing like 
as well located. Apply PIERRE C. DUGAN & NEPHEW, 520 North 
Charles St., Baltimore, Md. 


Terms to suit tenant. 














-Retail hardware business to close estate, commuting town 
20 miles from New York City. Sacrifice $13,000 


FOR SALE 
in northern New Jersey 





cash to quick buyer. Address Box 1-918, care of HArpware Acer, New 
York —: 

FOR “SAL E—Retail hardware bus‘ness in town ‘of 12,000 to 15,000 
population, center of prosperous farming district, modern equipment. 


Reason for selling to devote time to other in- 


Bargain for quick buyer. 
care of Harpware AGe, New York City. 


terests. Address Box I-927, 


SELLING ORGANIZATION WITH ESTABLISHED REPUTATION 

in the Hardware Industry to represent us with a line of Builders’ 
Hardware Specialties to the Jobber, Dealer and Kindred Distributors. 
We are established from coast to coast but need contact men on a 
commission basis. You will be backed by a thorough advertising 
campaign which must have your diligent cooperation. Details as to 
your territory and present connections must be in your reply. Have you 
warehousing facilities? Organizations with limited territory who are 
able to concentrate, preferred. Your reply will be held in strict con- 
fidence. Address Box 1-913, care of Harpwake AGE, New York City. 











Sales Representatives Wanted 


An experienced Salesman to sell Nationally known 
builders’ line. Bricklayers, Carpenters and Plasterers’ 
tools. Commission basis. Give references and state ex- 
periences. Address Box I-921, Care of Hardware Age, 
New York City. 














" SALESMEN WANTED. We have opening for good sideline. Sales- 
men calling on the jobbing trade. Small household article. Wonderful 
repeater, household necessity, patented item. All territories open. When 


experience, references, etc. 


replying give details on territory covered, 
Newark Products Com- 


All replies held confidential. Commission basis. 
pany, 202 Bigelow Street, Newark, 





MANUFACTURER of Kitchen Cutlery, established many years, wants 
whole or part time salesman for iddle West territory. Must have 
acquaintance with Jobbers, Large City Retailers and Premium users. 
Give all information necessary to sell yourself in first letter. All replies 
will be held in strict confidence. Address Box I-908, care of HARDWARE 
Ace, New York City. 





Salesman calling upon house-furnishing, department stores, 
New York to sell our line of hardware spe- 
Address Box 1-922, care of HARDWARE 


WANTED 
and jobbers in the state of 
cialties and house-furnishing product. 
Ace, ‘New York City. 











WANTED—SALESMEN to call on House Furnishing Hardware and 
Department Store Trade to carry established, line of Bathroom Fixtures 
and Accessories in the Eastern, Middle Western and Southern States as 
a side line. Address Box I-920, care of HArpware AGE, New York City. 





SALES ACCOUNTS WANTED 


Set Solid, Minimum of Five Lines.......... 
1-Inch Box Display.......... 
Four Consecutive Insertions, 10 Per Cent Discount. 


ceccccccccesceces $3.00 
socccees «5.00 


eee eee eee eee eee) 





FACTORY REPRESENTATIVE, young man with twelve years road, 
and three years sales executive experience, open for an additional high 
quality line to jobbing trade, Mid-West territory, commission or salary basis. 
Well established. Address Box 1-906, care of Harpware Ace, New York 


City. 





OWNER will exchange San Diego, California or Oregon income prop- 
erty for hardware store in one of Western States. Will assume. Ad- 
dress Box 1-915, care of Harpware AGE, New York City. 


ADDED none ae DERIVED FROM THE SALE OF GENUINE 
NAVAJO R . op seg | — — Indian yo More demand for 
nop en ae iberal arrangement will be made for those who 
—_ to add this profitable line. Gallup Mercantile Company, Gallup, New 

‘exico. 








TRAVELLED State of Texas several years selling the General and 
Builders’ Hardware Trade. Want meritorious line. Salary or Commission 
basis. Address Box I-923, care of H’Arpware Ace, New York City. 





SALESMAN working the State of Washington desires connection as 
salesman or Manufacturing representative of lawnmowers, padlocks, bicycles, 
pocket knives or other line. Address H'AARDWARE, 4132 Ashworth Ave., 
Seattle, Wash. 
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Wood Screws 
Drive Screws 
Coach Screws 
Machine Screws 
Set Screws 

Cap Screws 

Saw Screws 
Thumb Screws 
Hand Rail Screws 


Special Automatic Screw 
Machine Products 


Stove Bolts 

Tire Bolts 
Agricultural Bolts 
Sink Bolts 

Hanger Bolts 

Machine Screw Nuts ~ 
Stove and Tire Bolt Nuts 
Semi-Finished Nuts 
Castellated Nuts 
S.A.E. Nuts 

Jack Chain 

Plumber’s Chain 
Register Chain 

Safety Chain 

Furnace Chain 

Ladder Chain 

Sash Chain 
Escutcheon Pins 
Speedometers 


The CORBIN SCREW CORPORATION 
The American Hardware Corp., Successor 
NEW BRITAIN, CONN. 
Warehouses—New York, Chicago, Philadelphia 
Western Factory—Dayton, Ohio 


YVAN 
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Cost dealer $9 per gross sets, sell for $14.40 


DOMES of SILENCE 


are Nationally Advertised 


QUICK SELLERS. 
You’re sure of a good profit also. 


Ask your Jobber for Genuine 
Domes of, Silence and look 
for the name inside of each 
dome. 

If your Jobber cannot sup- 
ply you—write us direct. 


We also make all grades of Sliding Casters, Pin Slides, Felt 
Slides, Radio Felt Feet, Insulated Slides, etc. 


DOMES of SILENCE, INC. 


35 Pearl Street New York City 
























THIS TRAY SOLD 
180,000 
HAMMERS 













No secret about it ... This tray is a 
money-maker because it puts popular priced 
hammers right out where popular priced 
customers can see them, handle them, and 
buy them. All 16 oz. Bell Face Hammers. 
Ask your wholesaler about the No. 90 Tray 
or write us direct. 


Evansville Tool Works, Inc. 
Evansville, Ind. 
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G. F. Wright Steel 
& Wire Co. 


Worcester, Mass. 
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on Pumps and Water Systems 


N times of drouth and ex- 
treme temperatures, the 
value of dependable water 
facilities is forced home to \¥% 
those who have been indif- 
ferent or careless as to the 
real necessity of an ample 
water supply regardless of 
water conditions. 
Dealers who appreciate 
what water shortage in- 
volves for the ordinary 
home or farm will be quick 
to recognize what the water \ 
shortage now prevailing \ 
throughout many sections 
of the country offers them 
to help make this summer 
and fall season the best they 
have ever experienced in 
the sale of Myers Well, 4 
House and Cistern Pumps, 
Pump Stands, Tank Pumps, 
Self-Oiling Power Pumps, 
Water Systems, Pumping 
Jacks and Well Accessories. 
New wells must be drilled 
or dug. Old ones must be 
forced deeper. Water must 
be drawn from_ greater 
depths or from longer dis- 
tances. All of which, in 
terms of pumping equip- 
ment, will mean prompt 
service on the part of every 
dealer who sells pumps. 
And here is where our 
splendid manufacturing fa- 
cilities will play an impor- 
tant part. Rush orders for 
Myers Pumps and Water. * 
Systems are coming from 
every section of the country 
and are becoming more nu- 
merous daily. If your stock 
of pumps is low or if you 
have need for quick service, 
write or wire us. We are 
prepared to give your orders 
prompt attention. 


\ = isiaiies ad 
a\ =remyers 2 prom 
Take u-Hat— 
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oe MYERS 


PUMPS ‘WATER SYSTEMS -HAY TOOLS-DOOR HANGERS (0 


PUMPS * WATER SYSTEMS + HAY TOOLS + DOOR HANGERS 
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etre is how Cheaply you can 


now ‘[elephone to other (‘ities 











Your castomers are no further 
away than the telephone 
on your desk 














STATION-TO-STATION 


RESEDA wey es CITIES 


It is your business pathway to the 
world .. . quick, conve- 
nient, inexpensive 











THE TELEPHONE takes you “‘there and back”’ in 
minutes. You can transact business over thou- 
sands of miles without leaving your desk. 
““See’’ as many people as you wish. Give or 
receive a definite answer immediately ... ata 
saving of time and money. 

There are two kinds of out-of-town calls: 
person-to-person—when you ask the operator to 
summon a specific person to the telephone; 
and station-to-station—when you will talk with 
any one who answers. Station-to-station calls 
are cheaper. The charges can be reversed with- 
out additional cost on person-to-person 
calls and on many station-to-station calls. 

Features of Bell Telephone service 








which are of particular aid in sales work 
include the Key Town Plan, for covering terri- 
tories from key cities by telephone . . . Sequence 
Calling Lists, for putting through any number 
of calls in rapid succession . . . Credit Cards, 
which make it possible for traveling repre- 
sentatives to charge their telephone calls to 
the home office. 

Doing business by telephone widens the 
sphere of your activities. There have been four 
reductions in inter-city telephone rates during 
the past four years. The average Long Distance 
call goes through in approximately two 
minutes. Bell Telephone service is Quick 
. . . Convenient . . . Inexpensive. 








